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WHOLESALING 


eason Ss breetings 


Dear Reader, 


From “humanizing " credit (page 48) 
And cracking tough accounts (page 38) 
To selling special lighting jobs (page 42) 
It's you who really counts. 


Your know-how, your accomplishments, 
We've chronicled all year 

So, if you please, we'll take this break 
To wish you all — good cheer! 


THE STAFF 
ELECTRICAL WHOLESALING 


95. Our New Year's Resolution: Starting next 
month, we promise you ll be getting your is- 
sues earlier (page 2) 
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MI” Series Connectors* for simplified installation 
of Safety Mineral Insulated Cable 


Fewest Components... No Messy Compounds! 


No Maintenance... No Wire Pulling! 


You can help your customers satv'e money and speed 
P } 


up Mineral Insulated cable installations by offering 
them these new APPLETON “M.I.” Series Connectors* 
Threaded Hub Style has only three brass components 
Knockout Style has on/y one! Simplified 

design makes tor easier installation . . . eliminates 


Consists of Gland Nut, 
Connector Body, and 
Neoprene Button and Sleeve 


Assembly. For installation 


sealing compound every time. Precision milled 


and threaded solid brass fittings positively exclude 


n threaded conduit hubs 


moisture and water, oil, chemical and acid tumes, and 


dirt trom the electrical system and assures positive 


grounding. In addition, the extra quality built into each 
APPLETON °M.1." Connector preserves the 
efficiency of Mineral Insulated Cable and assures 


s of self-tapp ng 
1 Body, Neoprene 


you ot absolute reliability of pertormance. 
Write for Bulletin TMI- 55 today. and Sleeve Assembly 
nventional Locknut 


*PATENT PENDING For installation in steel 
junction box knockouts 


Safety Cable Locknut 


Neoprene Sleeve and 
Button Assembly 


Safety Cable 


Body 


Sold Exclusively Through and 
. A 
Selected Wholesalers STVLE 1 Button Assembly 


APPLETON ELECTRIC COMPANY, 
1734 Wellington Avenue + Chicago 13, Illinois 


Also Manufacturers of: 
Proof 


‘a 


Maneadie industrial & Flood ST” Series 
Unset Fittings Lighting Liqued Tight Conner 


Outiet 
and Covers 


Rely on APPLETON... The Standard for Better Wiring 
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PROTECTION 


Against Overloads & “Shorts” 


DUAL-ELEMENT 
cartridge fuses 


From Massachusetts on the Atlantic to Washington on the 
Pacific, and from Canada to the Gulf Coast, industry 


enjoying the advantages of more dependable protection f 


electrical equipment and circuits... thanks to ECON Dua ae 


Element Cartridge Fuses. 


Eighteen strategically located district offices assure electrical 
wholesalers and fuse users of Economy's readiness to solve 


circuit protection problems 


ECON Dual-Element Fuses, in addition to providing depend 
able motor and branch line protection, also act as an effective 
guard against high temperatures and their re ting hazards 
Available in knife and ferrule types, to é amperes 


and 600 volts. Underwriters’ Laboratorie: lr approved 


Carried in stock by leading Electrical Wholesalers. Write for 
New Econ Catalog S-60 or for literature on other type fuses eS 


in which you are interested 
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fuses for every purpose | 


pass Texas 


ECONOMY FUSE & MANUFACTURING CO. 


TeeRPWER 2717 GREENVIEW AVE . CHICAGO 14, ILLINOIS 
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reaches your customers 
news, manufacturers’ 


we believe you'll agree. 


A Much Earlier Bird | 


Starting with the January issue, ELECTRICAL WHOLESALING will be 
| im your hands a lot earlier each month next year. We mail January 4, 
February 3, March 2—and thereafter on the first of the month. This 
means you'll be seeing EW before 
So you'll be up on new products, industry 
Sales programs, etc., 
We think this is a big step forward for ELECTRICAL WHOLESALING; 


— 


any other electrical publication | 


before they are. 


LETTERS TO THE EDITOR 


Drop Residential Lighting? 
Dear Sir: 

I was hoping for just such a 
coverage of the subject as you gave in 
this report (“That Crazy, Mixed-up 
Business,” EW Sept. "SS, p. 91) 

I think I know what is wrong with 
this segment of our business; I can’t 
say that I know how to correct its ills 

. One of the basic problems of the 
electric wholesaler is that he functions 
as a wholesaler in all of the lines he 
handles except fixtures, and in the fix- 
ture department he tries to act the part 
of a retailer at a wholesaler’s profit 
margin, 

His manufacturers hope that he will] 
hire lighting consultants. women with 
newspaper 
advertising, make mailings, follow up 
consumer leads, camp on the door of 
architects, and whatever else is neces- 
sary to produce sales to the consumer, 
then turn the retailer's profit over to 
the contractor, for no other reason 
than the fact that he is a Customer of 
the supplier, as pointed out in your 
article, or because he has the willing- 
ness and knowledge of how to hang 
fixtures, for which he charges an addi- 
tional fee. 

The manufacturer has told the dis- 
tributor so many times that such is the 
Proper approach to a successful fix- 
ture business that many of us have 
come to believe it. As a result we fol- 
low this practice or turn a portion of 
this business to our competitors. | 
think if we were to make a 200d cost 
study of the fixtures sold by other 
than our regular supply men, we might 
find out that we could Operate more 
profitably without this part of our 
business. In this Statement I am, of 
course, excluding those fixture sales- 
men who call on resale dealers. 

If we were to expend the money, 
effort, and time on our supply business 
that we spend in building and main- 
taining our show room and use the 
hours that our sales people spend with 
the lady who is building a house and 
Who has a $30 fixture allowance in 


a decorator's touch, use 


any other branch of our business, | 
am sure that we would end up with a 
larger net income at the end of the 
year. Nevertheless, we keep telling 
ourselves that residential fixtures are 
necessary to round out our line, and 
we go blindly on 

Over a million homes will be built 
this year, and we distributors will sell 
most of the fixtures for these homes. 
In some cases, we will sell up the $30 
allowance to $40. The percentage of 
these million homes that will have 
lighting influenced by architects is dis- 
turbingly small. In other words, vol- 
ume, to a large degree, is pegged by 
number of homes being built, and 
while a good selling job will build this 
volume some, it will not materially 
alter it. 

Perhaps there are distributors of 
other lines who do a retail selling job 
for their dealers— certainly not in 
plumbing, or groceries, or drugs, or 
clothing, or jewelry. If these industries 
can sell only once, to their resale 
dealer, then why can’t fixture distribu- 
tors sell once, to their contractors, 
instead of selling them first to the 
consumer and then reselling the same 
fixture to the contractor or merchant 
Granted, the second selling job is 
easy, if there is enough percentage 
in it, 

The answer to that question is not 
simple. It is not a problem for the dis- 
tributor alone. It must be the concern 
of the entire industry. It has to do 
with two phases of the business which 
the industry must first overcome. First, 
the dollar volume must be built up so 
that somehow a selling job can be 
done on the consumer which will make 
that user want to change lighting as 
readily as he does his furnishings in 

Continued on poge 98 


EW welcomes expressions of opin- 
ion from readers, Address all cor- 
respondence to: The Editor, ELEC- 
TRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 


Electrical 
Construction 
and Maintenance 


Electrical South 


Electrical 
Manufacturing 


ADS LIKE THIS every month 
plus DIRECT MAIL 
.. plus PRODUCT SAMPLING 


explain and point out T&B 
product features 


REMINDS your customers, that 
T & B products are available 
only from you...our author- 


ized distributor. 


Vice President 


157 


The THOMAS & BETTS CO. 


Incorporated 
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Easy installation using ] 
only a standord key 
wrench. 


Fitting operates on 2 
screw-and-saddle prin- 


ciple. 


Built-in lock washer 3 
keeps fitting tight. 


Serrated saddle and 4 
body for better grip. 


Force applied here is 5 
greatly multiplied by 
leveroge screw . . 

gives tight all-around 
grip on cable. 


T & B designed sad-6 
dle securely holds 
large cables or small 
cables of all types. 


T & B Lock-Tite fittings are engineered for 
service ... they cost you less to install— 
be sure to use them on your next job. ° 


LOOK FOR THIS SIGN — 
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long 


LOCK-TITE LUG 


One-piece design holds all 
kinds of conductors: solid, 
stranded flexible, extra flexi- 
ble, hemp core, rod, and tub- 
ing. Uniform all-around pres- 
sure means high conductivity 
Only 7 sizes handle all cables 
from #4 solid to 1000 MCM. 


LOCK-TITE TEE-PARALLEL TAP 


A versatile, one-piece fitting 
for use as a tee, parallel, elbow, 
crossover, two-way, or reduc- 
ing connector. Hinged top 
hooks over the “main”... lower 
opening holds the “branch” 
Only 13 sizes connect all com 
binations of “main” cable (1/0 
to 1000 MCM) to “branch” 
cables (#2 to 1000 MCM) 


LOCK-TITE TWO-WAY CONNECTORS 

Neat and smoothiy-rounded fit- 
tings for end-to-end connec 
tions. Cables are held by indi- 
vidual overlapping, serrated 
saddles. Each connector takes 
several cable sizes — you can 
use it as a reducer. The com- 
pleted joint is small, stream- 
lined, easy to tape. Only seven 
sizes handle all cables from #4 
solid to 1000 MCM. 


takes 


E CONNECTORS | 


TWO other hondy, 1 & 8 


pressure connectors 

E-PARALLEL TAPS 
Te 
Compact, connec 


ma 
tor taps Self-adjusting 


and branch 


cables al 
tap, just bend the 
easily with only a screw ees 
binations ot “main 
(28 to 100 
MCM) te 
‘*branch”’ 
wires (#14 
to #1). 


Quickly installed ter- 


welts cables. Dou- 


is for sme 

thickness at the — 
locks the screw place. 
grip on cable (site 
to 4/0) Screwdriver 


tightened. 


IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 


The complete line of T & 6B fittings for 
recognized electrical wholesalers. it 


of a friendly local source. Cali him for 


S and raceway y by 
‘ assuring you the service and avir 


electr 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth |, New Jersey 
Thomas & Betts lid. Montreal, P.O., Conade 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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GEORGE D. FARLEY, 

- — Print Order This Issue: 12,213 
ROBERT S. BUSH 

THOMAS M. CASSIDY, 


R. COLLURA 


- HOWARD J. EMERSON, “Concentration System” 
L. E. DEVENDORF, / Is Cracking Tough Industrials Robert S$ Bush 38 
G. B. BRYANT. Jr.. f Salesmen are scoring heavily with Electrical Supplies’ planned se ng idea 
D. M. KEEZER 
J. F. McPARTLAND. 1 He Shoots For Specialty Lighting Durword Humes 42 


Salesman John Adler turns a tidy profit on specially-desiqned 


Are Factory Salesmen Bulls In Your China Shop? w. wn. coburn 


Here's what makes factory men liked or lambasted by distributor alesmer 


C. B. SHAW, Advertising Sales Manager How Much Service Went Into This Sale? George DB. Farley 46 


7 Brady Supply's down-the-line customer service policy pays of in « big way 


A. B. CONKLIN 


S.A. JONES. ! “We Humanize Our Credit Relations’ 48 
CHARLES F. MINOR. Jr. American Electric's credit policy has cut losses to .05 of ' yea sf 
. oo Spotlighting Your Markets 52 
R. A. HUBLEY, Brings you up-to-date on whet you can sell to: The Resteurent Market 
EDWARD P. GARDNER, 
JOHN W. OTTERSON This Novel Sales Contest 
KNOX BOURNE Angele Got the Wives into the Act Ruel McDaniel 54 
W. D. LANIER, Ationt Perry Shankle Co.'s Lucky Lady contest drew plenty of home support 
JAMES CASH Texo 

Your Industrial Customers’ Spending Plans for 1956 56 

A long-range look at American industries’ de tlays § next yea 


W. W. GAREY, 
The Salesman’‘s Technical Notes W. J. Novak. J. fF. MePartiend 58 


Subject this month: Protective Dev es—!! 


It Takes Many Techniques To Sell 


Cohn selis h sewares tua 


Here's how versatile Charles 


DECEMBER 


1955 


An Index of Articles 63 


A complete listing of articles appearing in Electrical Wholesa n 1955 


An Editorial 
ann anaeatiese Business is Offered Big Dividends on Investment in Higher Educat 


4. 


Publication Office 
deiphic 23, Pa 


1309 Noble Street, Philo 


DEPARTMENTS 


Letters to the Editor Business Index 89 and 90 
A New Products 7 Price Index 92 


Top of the News .... 10 What's New With Customers 94 
A What's Happening in Weshington 33 Chuckle of the Month 96 
: Allow . Times and Trends 37 Calendur of Events 116 
News for the Industry 85 New Literature 122 


New Products You Con Use 128 


Next Month: Your Sales Outlook for 1956 


Member ABC and ABP 
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@ Reverse bevel on inner surface permits 


@ Multiple locking edges for greater bond 


bonding edges to be pulled up tight to 


Assures positive ground for electrical system 


locking surface 


@ Up to 66% more driving notches for 


@ Spring tension against locking surface easier working angle, when tightening 
provides permanent shake-proof installa @ Heavy gauge steel. Cadmium plated for 
corrosion protection. 


COMPARE THESE wwidwess 


al These “Sure Bond” Locknuts are specifically designed to do a 
7 better job. Compare these features against those of other types 
¢ of locknuts. All Midwest fittings, 2 and smaller, come equipped 


¢ with “Sure Bond” locknuts. 


/ * Here is another Midwest development in providing quality 
/ fittings. “Quality” is just a condensed way of saying: “Getting the 
/ total job done—right—with the most inexpensive combination of 
y material and man hours.” Engineering and producing quality fit- 
! tings to meet the highest standards of electrical wiring installations, 
is our objective at Midwest. 


Midmeast Electric Campany 


MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 


1639 W. WALNUT STREET 
12, Vilineds 
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NEW PRODUCTS 


Window Fans 

Berns Manufacturing Corp., Chi- 
cago 18, Ill. 
An electrically reversible, push but- 
ton controlled, 20-in. window fan 
features a new, thinner, “square” de- 
sign that mounts practically flush with 
the window. Adjustable side panels 
permit its use in windows of varying 
depths. The vari-colored push buttons 
control the reversible feature of the 
fan as well as all three speeds on 
both exhaust or intake. Another fan 
in the line is a 20-in. three-speed ex 
haust model with the same design 
features 


Ventilator 

The Emerson Electric Mfg. Co.. 
St. Louis 21, Mo. 
Eight-inch ventilator is for built-in 
wall or ceiling installation. Features 
include specially designed pressure 
type blades that deliver air through 
duct; shallow housing accommodates 
standard 3'4-in. by 8-in. furnace 
duct; mirror-finish grille can be 
quickly removed for servicing and 
cleaning of fan unit and heavy-duty 
motor. Optional accessories include 
a rectangular wall cap for wall dis- 
charge and a weather proof roof cap 
designed to permit installation for 
varying pitch of roof. Fan delivers 
700 cfm. of air and is guaranteed 
for five years. 


Insulation 

Minnesota Mining and Mfg. Co., 
St. Paul, Minn. 
An improved version of its “Scotch- 
cast” insulation resin in the “Unipak 
field-use container has been an- 
nounced. Improvements have been 
made both in the resin and in the self- 
mixing package. In addition, three 
sizes of the package are now available 

an important economy feature cited 
since the resin is designed to be used 
immediately after mixing. The im- 
proved container consists of a single 
package with a barrier strip sealed 
across the middle separating the resin 
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and activator. Simply pulling on the 
sides of the container breaks the bar- 
rier strip allowing the resin and activa- 
tor to mix. Previously the container 
consisted of two packages, one inside 
the other, for the two parts. 


Weatherproof Light 

The Spero Electric Corp., Cleve- 
land 17, Ohio 
Fifteen-watt weatherproof light is 
completely shielded, top and sides, to 
eliminate glare and annoying bright- 
ness contrast. Top shield limits light 
distribution to a 120° arc, and the 
non-rusting, weatherproof construction 
makes possible indoor or outdoor use 
The “PL-6" can be used without top 
shield to furnish a full 180° beam 
In this style it is an excellent marker 
light, according to the manufacturer 


Fixture Hangers 

The Pyle-National Co., Chicago, Il. 
Threaded cover fixture hanger “Pylets 
are for suspending explosion-proof or 
dust-tight pendent lighting fixtures 
The units are furnished with a set 
screw in the hub which locks the stem 
to prevent turning. The “FO” series 
of the flexible fixture supports may be 
used in combination permitting the 
fixture to swing freely 


Time Switch 

The Automatic Devices Co., Inc., 
Western Springs, Ill. 
Weather-actuated time switch is for 
day-night or 7-day programming of ail 
types heating systems, according to the 
manufacturer. The switch, named 
Weather-Chron,” is claimed to elimi- 
nate any need for trying to outguess 
the weather when setting the switch 
The outdoor temperature automatic- 
ally resets the time the heating starts 
The unit stops all heat input to the 
building when the outdoor tempera- 
ture rises above an adjustable pre- 
selected minimum (as 6S° F.). A safety 
feature eliminates the night setback 
when outdoor temperature drops 
below an adjustable pre-selected low 
level (as +-10° F.) 


Hospital Light 


Prescolite Manufacturing Corp., 
Berkeley, Calif. 
Die cast construction, “Perma-Ten 
sion” swivels, and combined direct 
and indirect lighting are primary fea 
tures of a new hospital light. It may 
be used for reading, eating, examina- 
tion, treatment, resting or sleeping 
Convenience outlet, dual adjustable 
arms or shorter lengths on adjustable 
arms are available. All units are sup- 
plied with a pull-switch 


Relay 

Guardian Electric Mfg. Co., Chi- 
cago 12, Il. 
All purpose series 1200 a.c. or dc 
relay is rated up to 8 amperes, at 115 
volts, 60-cycles, non-inductive load. It 
is claimed to be a particularly rugged 
midget relay that incorporates con- 
siderable power capacity and multiple 
contact combinations in extremel 
small space 


Fans 

International Fan division, Interna- 
tional Oil Burner Co., St. Louis, Mo. 
Portable fans for 1956 line include 
various 20-in. window models. Each 
model in the “P20” series is able to 
exhaust, reverse and circulate air. The 
fans have a 1/10-hp., 3-speed motor, 
claimed to move 3,500 cfm. of air 
Accessories include a tilt-stand and a 


roll-a-breeze stand 


Service Fitting 

Howard Electric, Chicago 39, Ill. 
Standard receptacle service fitting 1s 
die cast of zinc for smoother finish and 
greater strength. Designed for under 
floor duct receptacle has extra large 
interior for excess wire and will take 
any standard single or double service 
fittings. Newly designed receptacie 
base locks receptacle firmly in place 
Water-tight base is sealed with neo 
prene. Receptacle is supplied in high 
luster brass or chrome finish 
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New Buildings for 


WIRE 


Shown above are two of the four buildings recently 
finished for the Air Command and Staff School 
largest school for the advanced education of Air Force 


otficers—of the United States Air Force’s Air Univer- 

sity, Maxwell Air Force Base, Montgomery, Ala. 
Reliable, long-life Phelps Dodge wire and cable, in- 

cluding Habirduct-Habirprene and Habirite-Habir- 


prene, were specified and installed throughout all four 


USAF Air University. -- 


PHELPS DODGE COPPER PRODUCTS 


buildings, which form the academic center of the fa- 
mous Air Command and Staff School, to assure com- 
plete wiring satisfaction and trouble-free service. 
On every wiring job, large or small, where top qual- 
ity materials, expert workmanship and experienced 
“know-how” are called for, it pays to rely on Phelps 


Dodae and your Ph ps Dodge distributor! 


CORPORATION 


SALES OFFICES: Ariont Birmingtom, Boston, Boffo Charlotte, Chicogo, Cincinnoti. Cleveland D s. Detr Ww 
Greenst N Houston, Joctsonville, Kansos ty Los Angeles, Milwovtee, s, New Orleons, New York. e 


Pittsburgh, Portland, Ore., Richmond, Rochester, Son Fran 


s, Seattle, Waoshingtor 
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Guides 


Ideal Industries, Inc., Sycamore, Ill. 
Wire Guides are available for use with 
conduit from ¥2-in to 1'4-in., and 
can be used with all types and sizes 
of boxes. Conductors, guided by a 
tempered steel spring, are said to slide 
into the conduit smoothly and easily 
without kinking. Positioned by a few 
turns of the threaded fitting onto the 
threads of the conduit, the guide will 
not slip off under the hardest pull, 
according to the manufacturer, yet 
can be removed with a single twist 


Light Fixture 


Killark Electric Mfg. Co., St. 
Louis, Mo. 
Two-way cast aluminum vaporproof 
lighting fixture has been designed as 
an obstruction light or a two-way 
light. It is said to be ideal as an indi- 
cator light, a safety light or a blinker. 
The unit is available in many colored 
globes; will take up to a 150-watt 
lamp on each side. The light fixture 
comes furnished with a rigid “%-in 
conduit hub. The unit is constructed 
of aluminum. 


Motor Starter Coil 
Furnas Electric Co., Batavia, Ill. 

Motor controls are now equipped with 
“Dual Seal” coils. The coil is encased 
within a molded modified epoxy resin 
and supplies the required resistance 
to combustion, moisture, fungus, tem- 
perature and rough handling. The 
starters with the dual voltage coils are 
matched to dual voltage motors. Coil 
changing is said to be virtually eli 
minated and stocking of coils and 
starters simplified 


Wiring Devices 

General Electric Co., Providence 
7, R. 
Surface wiring devices and cable are 
claimed to simplify the extension of 
existing wiring circuits with the addi- 
tion of surface-mounted outlets. The 
surface attachment caps plugs into any 
existing Outlet and is fitted with an 
adjustable housing so that the 
cable may be led out from the cap 
in any direction desired. Caps, out 
lets and other devices in this line 


all have the new G.E. pressure lock 
terminals so that connections are made 
simply by pushing the stripped con 
ductors into terminal holes. The cable 
used is a specially insulated flat con- 
struction with the no. 12 conductors 
widely separated, permitting small nail 
holes to be pre-punched at four-inch 
intervals down the middle of the cable 


Weatherproof Socket 
Rodale Mfg. Co., Inc., Emmaus, Pa. 
Pin type weatherproof medium base 
socket has a new design. Incorporated 
in the design is a built-in wing-type 
wrench on the cap section of the socket 
to provide faster, tighter connections 
Pressure applied to the wrench forces 
the interior contact pins to puncture 
the insulating wire and make a positive 
contact. The cap also has a threaded 
brass bushing to receive the screw from 
the socket’s body. Unit takes either a 
no. 12 or no. 14 standard wire. The 

rating is 660 watts, 250 volts 


Box Fixtures 


Markstone Manufacturing Co., Chi- 
cago 18, Ill. 
Ihree additions to the line of pre 
wired “Lumi-Dome” recessed box 
lighting fixtures have been announced 
The new ceiling incandescent fixtures 
include a 150-watt vertical lamp 
square style and a 300-watt vertical 
lamp square style designed to ex 
actly replace one acoustical tile; also 
a rectangular box designed to accom- 
modate two 100-watt lamps. Each 
fixture is available with the manu- 
facturer’s linc of interchangeable 
glassware and frames 


Kitchen Fans 


Chelsea Fan & Blower Co., Inc., 
Plainfield, N. J. 


Features of the new line of kitchen 
fans are claimed to reduce the instal- 
lation time and expense by 50 per 
cent, provide cleaner and more effec 
tive ventilation and require only one 
third as much inventory for distribu- 
tors. Models for either wall or ceiling 
installation are available with 8-in. o1 
10-in. fan blades, and may be shipped 
with either a pull-chain or a wall 
switch 
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NEW PRODUCTS 


Box and Conduit Support 


Arrow Conduit & Fittings Corp., 
Brooklyn 32, N. Y. 
Box and conduit support is recom 
mended for use in thin wall and 
standard wall partitions, in all types 
of poured concrete construction. It 


is designed to keep conduit and boxes 


rigidly braced and lined up in the 
position specified while concrete 1s 
being poured. The support comes in 
two standard heights: type RS4 iS 
142-in. high with three 1. slots 
or two %-in. slots; type RS60O is 6-in 
high with three i or two in 
slots Made of 14-gauge galvanized 


steel 


Conduit Fitting 


Electrical Fittings Corp., Woodside, 
N. Y. 


Positive ground and installation with 


out disassembly are features in a new 
fitung for liquid tight conduit. The 
Liquid-Tite” connector is installed by 
loosening the nut, inserting the con 
duit and tightening [he positive 
grounding feature is discernible | i 
definite “click which can be heard 
and felt when the conduit nserted 
[his occurs becau of the special 
design of the bra insert 
which has convolutx tch those 


of the liquid tight cond 


Portable Heater 


Petersen and Charles Mfg. Co., 
Clifton, N. J. 


Radiant glass portabdie h ler measure 
19-in. high, 6-in. wid t bas nd 
20'%4-in. long. Standard size glass 


15 by 20-ins. Approximate weight 
20 pounds. Units cor 
panel and a 1,250-watt panel 


Toggle Switch 


John I. Paulding, Inc., New Bed- 
ford, Mass. 


Action of a single po toggle switch 


is bearely audible, ; jing to the 
manufacturer, thereby mak it ideal 
for such installation in bedrooms. 
hospitals hurches, off 
The switch operates with mechar 
action Its body is s x 


Continued on poge 106 
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TOP OF THE NEWS .. . and its significance to you 


You and your loans? 


REA loans 


Legislative issues 


Government forms 


Mergers 


Use of portable appliances 
as ‘loss leaders’ 


1956 Outlook 


Coming up next month 


Authorities watch building 
for slackening-off 


Association officers 


Costs up, rates up too 


How wholesalers—and retailers—take care of their financing needs might 
raise some eyebrows. According to a Commerce Dept., survey most whole- 
salers and retailers use their own funds and do not want outside financing. 
The size of the loans obtained and sought, but not obtained, by established 
wholesale firms ran higher than those for both new wholesale firms and 
both categories in the retail trade. A roundup on page 115 will give you 
some very enlightening statistics. 


Electric wiring, appliance and equipment, water systems and plumbing 
loans for installation on farms totaled $4.14 million last year. The Rural 
Electrification Administration (REA) reports about $2.6 million was for 
electrical appliances and equipment 


Tax revisions and reductions top the list of five national legislative issues 
which businessmen believe will have the greatest impact on the competi- 
tive enterprise system, says the Chamber of Commerce of the United 
States. Federal and state right-to-work laws and retention of flexible farm 
price supports ranked second and third, with an expanded federal highway 
system and federal vs. private development of water resources listed as 
fourth and fifth in importance 


Cut down the paper work? Let's hope so! But you'll have to help. A special 
advisory board to the Bureau of the Budget is appealing to business men 
to suggest further ways to simplify or get rid of government forms. The 
appeal, suggested by the Hoover commission, offers these guides in mak- 
ing recommendations: is the information required readily available; does 
it serve a useful purpose; and has the man sent the information to some 
other government agency? 


Square D Co. has merged with the Electric Controller and Manufacturing 
Co. The Cory Corporation has purchased The Mitchell Manufacturing Co 
Details on these important changes are found in the news pages 


Effective on the first of December, Westinghouse will not participate in 
the cost of co-op advertising which offers Westinghouse portable appliances 
at less than current factory suggested list prices. The company says tt 
hopes “to discourage those who might be inclined to use Westinghouse 
portable appliances as ‘loss leaders’—a practice that is contrary to the 
laws of a number of states and is generally regarded as an unfair practice 
that violates both law and business ethics.” For different news on Westing- 
house, see page 112. 


American manufacturing industry is now planning to spend 30 per cent 
more for new plants and equipment in 1956 than it spent in 1955. This 
bright piece of information is among the findings of the McGraw-Hill 
check-up for business plans for capital investment in 1956. The complete 
story starts on page 56. 


What do electrical wholesalers think about next year’s business? Pre- 
liminary reports, indicate they, too, are optimistic. EW’s Annual Outlook 
and Review—which will appear in the January issue—gives a complete 
breakdown for the national and regional picture, for products and markets 


Prices on most items for 1956 will be a little higher than this year. The 
cost of building materials is passing the climb in the general price level. 
Building materials costs mounted 8.4 per cent since the middle of 1954. 
It is being spurred by so-called “on-the-cuff” buying, higher prices for 
copper, lumber. A top VA official predicted recently that housing starts 
next year might drop some 200,000 units under 1955. The reason: govern- 
ment credit restrictions. However, these can be removed. 


James W. Corey, president, The Reliance Electric and Manufacturing Co., 
Cleveland, Ohio, was elected president of the National Electric Manu- 
facturers A<sociation last month. Oliver F. Burnett, Jr., president of Kelso- 
Burnett Electric Co., Chicago, was elected president of the National Elec- 
trical Contractors Association at their November convention. 


Changes in working hours and wage hikes in the railroad industry will 
soon go into effect. Last month the industry and the Brotherhoods finaily 
agreed on a 5-day week (as against the 6-day week which most personnel 
have been working) at no loss in pay and in many instances, an increase 
in salary. These costs will be passed on 
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THANK YOU! 


for our 
most 
successful 


AMPROBE 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, NEW YORK 
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Here’s where you 
set the answers 
to conduit problems 


@Look under “The Youngstown 
Sheet and Tube Company” in one of 
these alphabetical or classified phone 
books 

They represent the 28 conveniently 
located district sales offices Youngs- 
town maintains across the country. ia 
Offices staffed by men who under- a eee 
stand your problems and who are 
qualified to help you get the conduit 
you need 

If you aren’t in touch now with a 
distributor of Youngstown Buckeye 
Conduit, just call the Youngstown 
district office nearest you and they 
will help you solve your conduit 
problems 


ANE ry 


POLIS 


CLASSIFIED DIRECTORY 


GCTURER 


ows 


vee WASEINGTON toe 


THE YOUNGSTOWN SHEET AND TUBE COMPANY sec 


General Offices Youngstown, Ohio District Sales Offices in Principal Cities 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT 


MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS ~- WIRE - HOT ROLLED RODS - COKE 
TIN PLATE ~- ELECTROLYTIC TIN PLATE - BLACK PLATE - RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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Rome's new Shipping 
handling, includin 


N EW FACILIT| ES lo serve you 


Maintenance of ample stocks of finished wire and maintained for 
cables is basic to Rome Cable’s customer service With tributors’ stocl 


STOCKS ACTOSS 
this in mind we have recently completed a new fac idea of Rome's ability t 


Rome Cable has 


tory warehouse and shipping department of some 
GO,000 square feet... 90,000 square feet devoted to a record of realistic del 
serving you better 


tomer requirements 
Adi to this 


Rome's ten regional warehouse stocks May we serve your 


WAREHOUSE LOCATIONS: FACTORIES: 


Atlanta, Ga Los Angeles, Calif Rome, N. Y 
Ill Salt Lake City, tah 
Texas San Francisco, Calif 
Se i i W ish 
St. Paul. Minn See us at the 


Show Convent 


It Costs Less to Buy the Best 


new 
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you get SPEED 
and ECONOMY 
INSTALLATION with... 


THREE CONDUCTOR 
VARNISHED CAMBRIC INSULATED 


INTERLOCKED ARMOR POWER CABLE 


Crescent Interlocked Armor Cable provides a flexible metal-enclosed 
method of wiring for power. Speed and economy of installation are the 
principal advantages of these cables since they can be placed on easily 
hung racks or attached to building surfaces. This eliminates the fitting 
of raceways and cable pulling. On secondary circuits much time required 
in bending and threading conduit can be eliminated. Maximum current 
carrying capacity is secured by the use of the Varnished Cambric 
insulation. 
Crescent Interlocked Armor Cable with Varnished Cambric insulation 
can be supplied in sizes up to and including 500,000 CM 4 conductors 
in voltages up to 5000, and to 750,000 CM, 3 conductors in 600 volt 
cables. This type of cable can be supplied with Type RH-RW conductors 
for 600 volt use. s 
It is also furnished with thermoplastic Impervious Jacket between the For Further Information 
insulated conductors and armor for use in wet or outdoor locations. Write for Bulletin No. 854 


WIRE & CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, NEW 
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to you that a job 
with ACCURATE TAPE will last through 


the toughest conditions. 


International Testing Laboratories Inc. hos 

thoroughly tested all ACCURATE TAPES for 

strength, proper adhesion and cohesion, resist- 

ance to abrasion, dielectric strength, resistance 

to tempercture extremes and many other 

The report can make profitable reading for 

you . send the coupon today, no obliga- / ; 

tion of course Ss CURATE TAPE was subjected to the temperature ex- 
mes of 212° F and —50° F for a period of 24 hours 
hen the tape was tested at room temperature it per- 
med perfectly. 


ACCURATE MFG. CO 


51 Hepworth Place, Garfield, New Jersey 
Please send me, without obligation, the report made 
by International Testing Laboratories 


FRICTION TAPE wey 


RUBBER TAPE 
Trica * PLASTIC TAPE 
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ready for the extremes 

MR WHOLESALER 
HERES HOW 18 HEE SEU MORE 
TAPE T? MORE LOM TRACTORS AND 
THE Ano GET THE WHOLE 
sroRY WERE TELLING YOUR cus TTOMERS. 
one of © series oppeorind in 

URAL 

ZONE STATE 


entrance to ground 


ALL THREE 


engineered for easy selling 


... packed with user advantages to 
bring you repeat orders: 


DUAL-GRIP ENTRANCE HEADS 


Built-in connector clamp saves contractors 


time and money. No special fittings needed 
for EMT...no threads to cut on rigid 


” 


conduit, Complete range of sizes: 49”, ' 

1’, 114’, 114’, 9" 

... With the same built-in quality that has made 
Weaver heads and ground clamps profitable items 
for wholesalers. Now you can sell a complete 
Weaver Service Entrance Line! 


SURE-SAFETY GROUND CLAMPS 
The only complete line of bronze clamps 
for 4” to 4” pipe. Swinging tops for 

quick installation. 

STOCK YOUR SHELVES WITH SALES 


... 8ell the complete Weaver Service Entrance 
Line—the head, the elbow, the ground clamp. 


Somples are available for demonstration. 
No chorge, of course. Write todoy... and 
specify exoct items desired. 


CEntral 1- 0881 
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QUIET SWITCH 


For bedrooms, sickrooms, nurseries, libraries, hotels, 
hospitals and other places where “peace and quiet” 
are essential ... the new Leviton QUIET SWITCH 
is just what is needed. 


A lifetime switch that is tops for quality, reasonable 

in price and modern in quiet actions Everyone will be 
switching to the new Leviton QuiebSwitch... cash in on 
the big demand for electrical wiriig modernization. 


Available in single pole, double polo and B-way .. . in 
brown or ivory phenolic. Rating 164 125-277V 
; AC only. Meets UL and CSA specifications. 

Write for descriptive literature. 


LEVITON MANUFACTURING COMPANY Brookiyn | 
£68 Anggiag, Leviton (Canada: Li 
For your wire cori atl ary wore 
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The accompanying advertisement—‘‘THIS COULD BE YOU— 
IN THE LAND OF NO DISTRIBUTORS” is the first in a series 
of messages to your customers in which we graphically 
present the dilemmas “‘in the land of no distributors’’. 


SUPPORT OF TRIANGLE DISTRIBUTORS 


The advertisements will be run in leading electrical magazines read by 


your customers—electrical contractors, purchasing agents, plant electri 
cians, engineers and many others—all of whom will be told why it is 
to their advantage to always buy through electrical distributors. Mog 
ozines to be used include: Electrical Construction and Maintenance, Quo! 
ified Contractor, Electrical World, Electrified Industry, Electrical West, 


Electrical South, New England Electrical News and Chicago Electrical News 


This first advertisement (Ne. 1) shows a would-be purchaser “in the land 
besieged by o number of different salesmen from 
Future advertisements will photogrophically de 


of no distributors”, 
different manufacturers 
pict your customer and prospect — 


2. Going “telephone crazy” trying to place orders all over the 
country. 
Burdened by a tremendous inventory which he must ware- 
house and insure —“‘in the land of no distributors’’. 
Receiving, on the job, only a small portion of the electrical 
equipment he needs. 
Traveling hundreds of miles to the manufacturer's factory 
to pick up one switch he needs in a hurry. 
Tearing his hair over the fact that his “Order” and “Accounts 
Payable’ departments are large and costly because his 
clerical work is so burdensome “in the land of no dis- 
tributors’’. 


Notice that Triangle’s name is mentioned only in the signature of the 
advertisements. We do this to give Triangle Distributors an opportunity 
to use these advertisements. We offer each month to Triangle Distributors 
a Public Relations Package, consisting of the following 
1. Two hundred 7” x 10” reprints of the advertisement, folded 
for a number 10 envelope, imprinted at bottom (in place of 
Triangle signature) with your name, address and, if you 
wish, a one line slogan. 


2. One blow-up (21 x 28'/,"') on heavy stock, suitable tor 
taping to walls or windows. (no Triangle signature) 


3. Easeled blow-ups on heavy cardboard in two sizes: 
(ne Triangle signature ) 
A. 8" x for counter. 


B. 21° x 281,” for floor or window display. 


This minimum Triangle Public Relations Package is available to Triangle 
Distributors ot $10 


or $3.50 without imprinting (you may want to stamp them). Both prices are 


(with odvertisements imprinted with your name, etc.) 
without postage. You may order the first Packages now or you may order 


a complete set of six Packages now ot $6( with ads imprinted) or $2) 


{without imprinting) and they will be sent to you outomatically each month 


if you require ao larger pockage, you may figure as follows 


For each additional 100 reprints not imprinted — $1.00 


For each additional 100 reprints imprinted — $1.50 
We will quote you on quantities over 1,000 


For each additional blow-up suitable for taping to walls — 
35. 


4. For each additional easeled blow-up — .55. 
5. For each additional easeled counter display — .15 


important story 
We 


Here is your opportunity, Triangle Distributors, to put this 


across locally to your customers and the people in your community 
sincerely hope that every Triangle Distributor will toke advantage of this 
Publix 


when you 


extremely low-cost Relations Package. Remember, when you dis 


play the bliow-ups send the reprints of the odvertisements to 


your customers and prospects, it will be your message. There will be no 


Triangle identification on any of the pieces. This is on important messoge 


to get across. It will be to your interests to join with us 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


Gentlemen: 


Send us the following 


The basic “Public Relations Package” 
To include 

a. Two hundred reprints of each od 

b. One tape-up blow-up of each ad 

d 


No 


One eoseled blow-up of each ad 
One easeled counter card 
Imprint the bottom of the advertisements as follows 


COMPANY NAME 
ADDRESS 
SLOGAN 


2. We require larger quantities of the basic pockoge 
Reprints of advertisements 
b. Tape-up blow-ups 
c. Easeled blow-ups 
d. Easeled counter cords 


*imprinting included only on 7” x 10° 
size Ads. Blow-ups cannot be imprinted 
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Yes, we are a Triangle Distributor and would like to take advantage of your 


1 package only (Dec.) 


We understand thot you will send the material promptly and thet you will bill us in accordonce with the text above 
understand thot you will bill us, in addition, for the actual postage and handling 


SIGNED 
TITLE 


‘in the Lond of No Distributor’’ Campaign 


(Dec 
Apr 


All six packages 


Jan., Feb., Mar Moy) 


“Imprinted Not Imprinted 


CITY 


QUANTITY 


We also 
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ANNOUNCING GENERAL 
WITH REVOLUTIONARY 
THAT GIVES 


Picture taken near end of bulb life.) 


Second, the effect of bulb blackening on light output is cut 
to a minimum. Deposits from the G-E axial filament are con- 
centrated in the stem of the bulb when it burns base up, or in 
a small spot at the opposite end when burned base down— 
places where it least interferes with the light output. 


THE NEW STAND-UP FILAMENT, rich?, increases light 
output in two ways 

First, the hotter a filament burns the more light it gives, 
and the axial position allows the filament to burn hotter 


uithout burning oul any sooner. 
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BONUS LINE 
FILAMENT 
MORE LIGHT! 


ENERAL ELECTRIC an- 

nounces a new line of lamps 
—to be known as the G-E Bonus 
Line—incorporating the most im- 
portant development in light bulb 
filaments in 43 years. 

It’s a revolutionary filament that 
stands on end. It gives your cus- 
tomers up to 15% more light at no 
increase in cost for current con- 
sumed. 

The 750 and 1000-watt Bonus 
Line G-E Lamps are available now, 
at same list price. Other sizes 
from 60 to 500 watts are being 
re-designed to use the new stand- 
up filament. 

EXCLUSIVE SALES FEATURES 
Most present light bulb filaments 


750 and 1000-watt lamps available now. 


60 to 500-watt sizes will also use new filament 


are placed crosswise in the bulb. 
Four years of intensive research 
were required to solve the tech- 
nical problems in changing to a 
vertical position. And on/y General 
Electric Bonus Line Lamps have 
this new feature. 

The light gain achieved by the 
new stand-up positioning is a 
minimum of 6%. The new posi- 
tioning makes it practical for the 
first time also to use a specially 
designed coiled-coil filament in 
bulbs of 300 watts and over. In 
these larger bulbs, the two im- 
provements combine to bring the 
light increase to 15% during the 


life of the bulb—extra light worth 


TELL YOUR CUSTOMERS ABOUT G-E BONUS LINE LAMPS TODAY! 


the entire purchase price of the bulb 
itself! 


$ 100,000,000 LIGHT BONUS 


The new Bonus Line of G-E in 
candescent bulbs incorporating 
the new filament will be available 
in sizes from 60 to 500 watts as 
fast as equipment can be con- 
verted. The value of the light 
bonus these lamps will ultimately 
deliver to your Customers 1s esti- 
mated at over $100,000,000 a 
year. See your local G-E repre- 
sentative for Bonus Line Sales 


material or write Large Lamp 


Department, General Electrix 
Company, Nela Park, Cleveland 
12, Ohio. 


Progress /s Our Most /mportant Product 


GENERAL ELECTRIC 
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Slip-fitter Service 
Entrance Head 


WHAT COULD BE SIMPLER 
TO USE OR TO SELL? 


® No threads to cut 


* Strong, neat single-unit 
slip-fitter housing frame 


* Simple one step installation 

wee as Your customers don't have to spend time, money 

a and labor to cut threads or pay for separate slip- 

. fitters and extra clamping parts! Blackhawk now 

Modern simplicity at its | furnishes the simple, neat, complete new Service 

simplest, the Glacthent | Entrance Head. Show it and sell it! 

Service Head is its own slip- | The housing frame is the slip-fitter for the new 

fitter. Simply slip it on any | Blackhawk Service Entrance Head. Just tighten two 

type of conduit and tighten =f screws. And it’s neat — the set screws tighten di- 
with a screwdriver, rectly on the conduit, so only the heads show. 

The new, completely-protected Blackhawk ductile 

aluminum Service Entrance Head is available in 1'4 


ey inch and 4 inch sizes 


te electric wholesalers only 


BLACKHAWK 
Specify B-I when you buy! INDUSTRIES 


Dubuque, lowa 
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Individual cartons of couplings 
and nipples are shipped in 
master cartons for additional 
protection and easier handling. 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., J OHIO 


PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS + WALL PLATES 
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To change higher voltage distribution i... 
to lower voltage lighting and | power circuits 


SORGEL AIR-COOLED DRY-TYPE TRANSFORMERS 
are the most practical type for indoor installations 


Requiring no oil or liquid, they can be installed in almost 
any convenient place inside of buildings, without fire-proof 
vaults or other enclosures, and meet the requirements of the 
National Electrical Code. This eliminates the necessity of 

3 long runs of secondary feeders and reduces installation and 
single phase wiring costs. 
The transformers can be installed at load centers, using 
' ; higher voltage feeders, requiring smaller copper, increasing 
efficiency, improving voltage regulation and reducing 
losses. They require no maintenance or further attention 
after installation. 
Easy installation, easy connecting, rugged construction, 
low noise level. 


TYPICAL APPLICATIONS 
Sorgel Air-Cooled Dry-Type Tansformers are used to: 


e Operate 120 volt lighting and portable equipment from 
240, 480 or 600 volt power circuits. 
Supply more than one voltage from a single voltage 
system. 
Change odd voltages to standard voltage. 

e Phase changing. 

e For high voltage interior distribution systems of 2400, 4160, 
4800, 7200, 13,200 and up to 15,000 volts. 


For substations and load centers. 


15 to 50 Kva 3-phase 
wall mounting type 


Tested and approved by Underwriters’ Laboratories 
under the Re-examination Service 


Complete line Stock carried by jobbers 


4 Kva to 2500 Kva single phase. in the following cities: 

1 Kva to 3000 Kva 3-phase, 2-phase, 
and phase changing. New York Y. Chicege, 

All standard voltages, such as 120, 
208, 240, 480, 600, 2400, 4160, h Cc 
4800, 7200, 13,200 and up to Sovegh, : moha, Ne 

15,000 volts, and any intermediate Cedar Rapids, lowe 
or special lower voltage. Cleveland, Ohio Beoumort, Tex 

Louisville, Ky. Los Angeles, Colif 


Also Special Transformers Consult the clossitied section 
100 Kva single phase and Saturable Reactors 


SORGEL transformers are also regularly advertised in 


Electrical World—Elecirical Construction and Maintenance—Electrical Engineering —Qualified Contractor—Electrical Equipmens— Chicago Electrical Nows— 
Electrified ladusiry—Power Equipmen:—Electrical South—Indusiry and Power—Electrical Inspectors News Bulletin—Tbhomas Register —C nialing Engimer 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wisconsin 


40 years’ experience in the development, manufacturing and application of transformers 
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MEMO This and other NE ads 
help create demand among your customers 
for National Electric products. 


National Electric 
> 


conduits 


These are the features that make the neu Nation 


sure winners with electrical contractors every) 


1. Easiest Fishing Conduit! 


Xduct’s new baked-on inside coating of aluminum enamel provide 
minimum friction between conduit wal! and wire The result: | 7 
tests conducted with five othe eading brands of conduit ve \duet 4 
is 66°° easier to fish on constant pull—more than twice a tk irt 


2. Maximum Corrosion Resistance! 


Pure zine is deposited uniformiy over the entire out le rlace 


conduit by a new electroplating process The re it: ay t ve coatin 


that adheres positively to the basic steel. 


3. Positive Thread Protection! 


Sharp, clean threads of Xduct rigid steel conduit are machined before 


galvanizing to assure complete protectio mn er o end. The result: 


every hill and valley of threads is completely galvanized. 


4. Superior Working Qualities! 


Xduect’s high ductile steel assures ea eutting and threadi: permits 


bending without flattening. TI pl 


troplated zinc coating, means easiet 


7 


revoovcts 


National Electric Products 50" 


PITTSBURGH. PA ANNIVERSARY 


3 Plants 10 Warehouses 


NATIONAL ELECTRIC PRODUCTS CORP. 


140 Stonwix Street, Gateway Center, Pittsburgh 22, Pa 


Please send me your free booklet on the new Xduct Conduits 


Nome 


Title 


Compan, 


Address 
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“Dead End” Kid of the 
Electrical Business! 
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WE’RE PULLING HIM 
OUT HIDING! 


Kennecott is exposing Skimpy prospects for contractors, they won't rewire 
Wiring to help you moke because they don't know that Skimpy Wiring 
more sales! 


is the cause of their electrical woes! 


Until these people are educated to the need 


Take a look — a real good look—at your Profit for sound, adequate wiring, your dealers los« 
Enemy Number One. Skimpy Wiring is his sales, your contractors lose jobs, and you los« 
name. Stopping your sales is his full-time job! a bundle of potential profits! 
With his weak, small wires and inadequate cir- Full-page Kennecott ads like the one shown 
cuits, Skimpy Wiring bedevils more than 80% below drive home the story of adequate wiring 
of the homeowners in your area with no end telling folks why it’s necessary and how they 
of electrical troubles. He stops them from buy can get it. But to benefit personally, you should 
ing the many new appliances they may wish to promote adequate wiring where it will do you 
cated: own, prevents even the best of appliances from the most good — right in your own area! To 
doing their proper job. And even though these help you with your own promotion, Kennecott 


victims of Skimpy Wiring are A-1 rewiring has special material that’s yours for the asking! 


FREE! TIE-IN MATERIAL! 


Send today for free reprints and poster-sized blow- 
ups of Kennecott SATURDAY EVENING POSIT 
and THIS WEEK magazine ads. Get free copies 
* a of the educational booklet, “The ABC of Home 
Wiring.” Ask for complimentary Home Wiring 
Wall Chart, contractor mat service folder and list 


of at-cost prices for large-quantity orders of all 
material available. Just write Kennecott Copper 
Corporation, Dept. WH125, 161 East 42nd Street, 
New York 17,N. Y. 


Kennecott Copper Corporation 


Fabricating Subsidiaries: CHASE BRASS & COPPER CO. « KENNECOTT WIRE & CABLE CO 
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GLASS STEEL DIFFUSER 
Classroom can have brignt, 
but no 


OUTLET BOX REFLECTOR 


other area 
premium 


neckh—mounts 
Also furnished standard 
domes 


GBF PROTECTO SHIELD 


Auditoriums and gymna- 
siums can be excellently 
lighted with ABolite Pro 
tect Shield 
R-5 and 

lamp gua 
vailable when 


field 


FIXTURES 


for School and 
Institutional 
Lighting 


THE JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, 


RLM STANDARD AND 
SHALLOW DOMES 


Ops, corridors, locker 

ce rooms, ABolite 

Shallow Dome fix 

er cleaner 

their slotted 

additio these 

available in All- 

inside and out, to 

gleaming appear 

ance with contemporary archi- 
tecture 


BIN LIGHT 
Libraries, storage rooms, tool racks and similar vertical 
plane lighting problems are easily solved with the 
ABolite Bin Light. This fixture gives excellent light 
wp and down, but at the same time, eliminates blinding 
side light 
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light w ABolite G.ass 
Steel Diffuser Fixtures 
| isned opal glass. combined 
reduces glare and hars = 
—— 
in corridors, shops and 
eee where headroom is at a 
ABolite Outiet Box Reflect 
ne for as 
| 
& 
[ Bow! Fixtures will ac 
ymmodate lamps to 1500 
watts for these and simi 
lots as ght light all 
for ABolite rectangular 
lights, mounted singly or 
in banks, using 300 to 
1500 watt lam; Wire 
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GEDNEYS RIGHT THERE YOUR CORNER 


helping save time ...hold down costs 


CORNER FITTINGS? Well, here are three 
that have proved immensely popular for the 
simple reason they’re easiest to install — save 
time and labor that really counts up. Like the 


90° CORNER ADAPTERS 


Fitted with gasketed cover. One end male, one 
end female. Made of malleable iron, cadmium 


plated. Your choice of sizes from 12” to 2”. 


GEDNEY FITTINGS FIT 
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rest of the full Gedney line they’re made of un- 
breakable malleable iron...accurately machined 
and threaded... individually inspected. Order 
Gedney — always — for lowest installed costs! 


90° CORNER ELLS 


Fitted with gasketed cover. Both ends female. 
Made of malleable iron, cadmium plated. Avail- 
able in a full range of sizes from '2" to 2”. 


CORNER PULL-IN CONDUIT ELLS 


Today’s top specification for space-saving, ma- 
chine wiring, easy wire pulling. Malleable iron, 
cadmium plated. Sizes run from '2" to 2”. 


RKO BLDG + RADIO CITY « NEW YORK 20 


Factory and Shipping Point Terryville, Conn 


Foundry, 
29 


ELECT 


for yourself how these sales aids 


can help you sell 
Republic “Inch-Marked” E. M.T. Exclusives 


@ Order a supply of ad reprints—Sweet’s Catalog reprints— 
stuffers—folders. Mail them to your prospects and let them go 
to work for you. You'll find this an easy way to make new cus- 


“INCH-MARKING” .. . an exclusive sales 


feature that teoms up with the ELECTRU- tomers—and keep the old ones sold on Republic ELECTRUNITE, 
NITE Bender for easier fabrication and in- P $ ” 
stallation. In sizes 1” and 1A". the Inch-Marked E. M.T. 
A steady, hard-hitting campaign is important, too. Consist- 
memes: a st(jseee ent impressions plus a good product story are sure to soften 
our prospect—help pave the way for your salesmen’s calls. 
“GUIDELINE”. . . newest exclusive soles y P PP 


feature for easier bending alignment ond And you can count on Republic to provide the sales promo- 
snes" 3%? i ‘ond Ta. ee tion material to do the job. It will carry your imprint on it—and 
tell users why they'll be ahead if they ask you for “Inch- 

Marked” E. M.T. 
Take advantage of this offer to help you get more drive in 
"55. Write for this literature today. Your salesmen will appre- 


INSIDE KNURLING . . . onother ELECTRU- ciate the help. And you'll enjoy the sales increase. 
NITE exclusive. By octual tests makes 
wire-pulling easier. in sizes 2", and I’. 


REPUBLIC STEEL 


il Steel and Tubes Division * 215 East 131st Street, Cleveland, Ohio 


ACCEPTANCE . . . first in preference by 
brand name in unbiased surveys .. . an 
ELECTRUNITE feoture. aud, 
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CERTIFIED 
CBM BALLASTS 


...glue you more economical 
Fluorescent Lighting 


CBM 
CERTIFIED 


because they are “Tailored to the Tube” 


Every type and size of fluorescent tube 
has its own specific electrical require- 
ments. Thus, to get ideal performance 
and lighting economy, it is essential that 
the ballasts provide precisely the electrical 
needs of the tubes they operate. 


CERTIFIED CBM BALLASTS are “Tailored to 
the Tube.” Built to exacting specifications, 
then tested and checked by ETL, an in- 
dependent agency, CerTIFIED CBM 
BALLASTS are a dependable assurance 
of both satisfactory and economical 
fluorescent lighting. 


Certified CBM Ballasts 
PROVIDE: 
LONG BALLAST LIFE 
FULL LIGHT OUTPUT 
LONG LAMP LIFE 
TROUBLE-FREE OPERATION 


all of which contribute to easier mainte- 
nance and fluorescent lighting economy. 


Eight of the country’s leading manufac- Send for free booklet, “Why It 
turers of ballasts make Crertiriep CBM Pays to Use CERTIFIED CBM BALLASTS in 
BaLLasts. Participation in CBM is open Fwerescont Lighting Fixtures.” 
to any manufacturer who wishes to qualify. 


7) ERTIFIED BALLAST MANUFACTURERS 
2116 KEITH BLDG., CLEVELAND 15, OHIO op 
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You can Pp 
tyll load 


NEW, 
Re-Designed 
Arktites... 


Feature 


nnectors - new 


new pre 
to-wire l-piece 
issemblies new 
to-interchange ph 
ceptacle interiors 
plug adaptabilit 
type and siz 
Fullvinter 
Ider style 


price. Current! 


with 


in 30 and 60 amp 


2-, 3- and 4-poles. 


DISTRIBUTION | 


ng 


y a 


ssure 


easier- 


nterior 


easicr- 


ig and re- 


new 


al le 
Same 
vailable 


sizes, in 


\ 


SLacTRICAL 
DisTRisvToRsS 


these plugs at 
SAFELY! 


Circuit-Breaking 


PLUGS AND RECEPTACLES 


20 emp to 400 omp.—250V D.C.; 600V A.C. 


SAFE at all times — even if you pull an Arktité plug 
to disconnect an energized motor or appliance in an 
emergency! 


You don't have to open the disconnect switch be- 
fore withdrawing an Arktite. Arcs created as line and 
load poles disengage are confined in deep, insulated 
arcing chambers —are instantly snuffed out by pres- 
sure-deionization and lack of oxygen. There’s no pos- 
sible danger of flashover injuring personnel or de- 
stroying property. 


Contact your Crouse-Hinds Distributor, nearest 
Crouse-Hinds Office or Representative for complete 
information. 


@ Operated like a 
giant switchboard, 
this Arktite installa- 
tion with variations 
in power, frequen- 
cies and voltages is 
used to speed up 
machine tool test- 
ing. Plugs can be 
inserted and with- 
drawn from “live” 
receptacles without 
using a disconnect 
switch. 


COMPANY 


«SYRACUSE 1, N. 


LIGHTING 
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What's Happening 


Washington, D. C. 


December 1, 1955 in Washington 


@ Record Year Forecast For Construction Spending—1956 will 
set a new record for both private and public new construction spending, 
the Commerce and Labor departments estimated last month in their 
annual outlook. A $44 billion total is predicted, 5 per cent above 1955's 
$42 billion figure. A 1 per cent drop in new private housing starts— 
from $16.4 billion to $16.2 billion—will hold total private construction 
down to $30.9 billion, a 3 per cent gain over 1955, according to the 
agency estimates. Nonresidential building, particularly industrial, retail, 
warehousing, hospital, and social and recreational, all will show big 
gains, say the government departments. 

Public construction, however, will jump 10 per cent to $13.2 billion. 
Biggest boosts will come in public service enterprises, military facilities, 
highways, sewer and water construction, and educational facilities. 

Public utility construction, under the private totals, will include a 
boost in railroad building, telephone and telegraph facilities. Electric 
light and power construction will drop off 6 per cent to $1.7 billion, 


according to the estimates. a 
Humphrey Fair Trade Survey—Follow-up letters to manufacturers oe : 
who set retail resale prices via Fair Trade were sent out this week by 7 
Senator Hubert Humphrey (D-Minn.), chairman of the Senate Small z 
Business Committee. Humphrey is polling some 1,700 fair trade manu- 
facturers as part of the check on the device he promised when he i 


championed it in the Senate three years ago. Answers to such questions as 
dollar volume, cost of Fair Trade items, cost of administering Fair Trade 
enforcement, sales to discount houses, are beginning to pour in. The 
committee says it is pleased with the response so far. 

The committee is also sampling retailers with a similar questionnaire. 
A pre-test sample query has already been sent out to representative 
retailers; another one will be drafted on the basis of the pre-test sample 
results. 


@ GSA Revises Building Standards—An advisory committee which 
has been studying government standards and codes for some $2 billion 
worth of potential government-financed and lease-purchase construction 
will get GSA’s stamp of approval on its final recommendations early this 
month. Here are the committee’s recommendations in the electrical field, 
and GSA’s new standards: 

From now on, the National Electrical Code will serve as the basis for 
all governmental construction jobs. Where specific items are required to 
exceed the minimum requirements of the code, federal or special specifi- 
cations will be used. The committee said the standard code would give 

all competing contractors a uniform basis on which to make their bids. 

Standard commercial fluorescent lighting fixtures will be accepted as 
well as GSA-standard fixtures. Heretofore, GSA has largely insisted on 
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its own standard designs, now it will favor standard commercial fixtures 
wherever possible. 

The committee also recommended more use of closed-circuit televi- 
sion, particularly in U. S. postoffices, where the group said it would 
facilitate mail checking and improve the interior design of the building. 

The advisory group also commented that governmental specs are now 
“well up to date” with commercial standards. 


Farm Electric Purchases—REA estimates that some $24 billion 
worth of electric equipment and appliances will be bought by farmers 
during the next 20 years—an average of $5,300 per farm. Power require- 
ments of REA-financed systems will double by 1965 and treble by 1975, 
the study indicates. Details were released at the annual inter-industry 
farm electric council meeting in St. Louis late last month. 

Lights and house wiring will be the best seller, REA estimates, ac- 
counting for over $1 billion in sales over the next five years. Refrigera- 
tors, television sets, washing machines, plumbing, home freezers, and 
electric ranges follow in order. In the farm equipment category, milk 
coolers and water pumps head the list. Next come milking machines, 
drill presses, fractional horsepower motors, livestock watering equip- 
ment, power saws, feed grinders, chick brooders, tool grinders, and 
dairy water heaters. 

California is expected to be the best market, accounting for $297 mil- 
lion over the next five years. Tennessee, Iowa, Ohio and Wisconsin 
follow closely. Then come Minnesota, North Carolina, Washington, 
Illinois and Indiana. 


Defense Plant Dispersal Dropped—The Air Force plan for using 
existing military and defense plants has been adopted by the Administra- 
tion. This means that there won't be a big drive to relocate plants outside 
urban target areas. However, new plants——-when and as they are needed 
—will be put outside metropolitan areas, though the government will 
still give financial aid for additions to urban plants. 


New Contracting Trade Group—The Council of Mechanical Spe- 
cialty Contracting Industries, Inc., was organized in Washington this 
week to represent some 87,000 small businesses in this field. It is a 
successor to the industry's liaison committee, which for the past five years 
has represented electrical, heating, plumbing, refrigerating, air condi- 
tioning and ventilating contractors on Capitol Hill. The new group will 
also ‘promote improved contracting forms, practices, and procedures.” 


FTC Clears AD-X2 Advertising—The commission found that while 
the weight of scientific opinion is against the usefulness of the con- 
troversial battery additive, the weight of users’ evidence indicated that 
the product is helpful in prolonging battery life. FTC dropped its false 
and misleading advertising charges against AD-X2 as a result. 


More Trailers on the Way—Manufacturers’ Trade Association pre- 
dicts over 100,000 “mobile homes’’ will be sold this year for some $435 
million. In 1954, 76,000 units were sold. Next year will be even bigger, 
the trailer people think, because of new legislation which permits FHA 
mortgage insurance on trailer parks. 
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CO-ORDINATED 
ELECTRICAL SYSTEMS 
OF 


BUSWAY and SWITCHGEAR 


In modern industrial and commercial buildings, 


there are two major components of electrical dis- 


tribution systems, busway and switchgear. 

Uni-Bus busway provides a new concept in elec- 
trical distribution. Industrial and commercial in- 
stallations are more flexible, safer and truly eco- 
nomical with the new Uni-Bus busways. 

For numerous tap-offs, as in industrial plants, the 
Uni-Bus plug-in system is ideal. To carry current 
from one point to another with only a few tappotts, 
as in lighting risers in office buildings, the Unt-Bus 
feeder system is most economical 

To obtain maximum efficiency from the Uni-Bus 
system, co ordinated overload and short circuit 
protection is essential. This is accomplished bese 
with Roller-Smith switchgear expressly designed 
with that aim in view. Extensive testing at Roller- 
Smith is the basis for sound engineering co ordina- 
tion between Uni-Bus busway and switchgear 
That's why we selected the name BUSGEAR to 
ident ) the completely co-ordinated system manu 
factuzed by Rolle: Smith under one roof and under 
the supervision of one Engineering Department. 


comnPOR ATION 


BETHLEHEM, PENNSYLVANIA 
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Epwarps 
PRE-SELLS THE MARKET— 


YOUR MARKET! 


Your school market alone is measured 
in more than millions—actually billions! 


Contracts awarded will reach an esti- 
mated $2 billion this year. Present build- 
Architects, ing rate: 60,000 classrooms annually. 


engineers, 


school administrators 


Today’s construction contracts: tomor- 
row’s orders, for Edwards wholesalers. 


— Not just in schools. Hospital market's 
add on the rise too. First seven months of 
master this year: $300 million, 50% jump in 
clocks 2 years! 


ary?” 
ceas 
And remember—for every new school 


or hospital there are a hundred existing 


7 sen with each other 
master clock ones that need equipment 
section. You need mas 
do not need to rely on a master ¢ lock 4 
- Sunchromatic Clock System, you 4 esa What is Edwards doing, to help you 


1— Edwards offers top products for schools 
the light weight rotor can coms and hospitals 


- 2—Consistently places powerful advertising 


the next hour —and sometimes severa! in school, hospital and architectural pub- 


lications 


+ changes in ume 
—e- 3—Backs up your selling efforts with the 


finest technical and sales helps in the 


business 


The prospects are there. The products 
are there. And Edwards distributor pol- 


Synchromatic Clock Systems icy assures your profitable participation. 


EDWARDS company. * EDWARDS EQUIPMENT FOR 


Norwalk, Conn 


tn mem Ont SCHOOLS, HOSPITALS, INSTITUTIONS 


e Synchromatic Clock and 
Program Systems 


Fire Alarm Systems 


@ Nurses Call! Systems 


Edwards year-round advertising reaches schools, 


hospitals, architects and engineers. Paging and Call Systems 


WARDS Company, Ine. 
pan 


Norwalk, Conn. 


In Canada: Owen Sound, Ont. 
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TIMES and TRENDS 
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Who's Your Engineer? 


There's a revolution going on inside the electrical wholesaling industry. It’s 
a quiet one—no flags waving, no bombs going off, but a real revolution, none 
theless. It’s the staffing of distributing firms with at least one authority ot 
electrical engineering. This revolution hasn't quite arrived. But tor som 
concerns it's already here and for most others it won't be long in coming 

Why? Because everyday the electrical business is becoming more complicated 
Manufacturers are turning out more complex products. Technology and tech 
niques at contractor and plant levels are advancing at a faster and faster rat 
High-trequency lighting. Sound systems. Progress in primary distributiot 
methods. Practicalization of servo-mechanisms. Intricacies of automation. The, 
may seem strange to you now—but someone in your firm will have to know 
about them in detail if you are going to sell the exciting new products you 
customers will be demanding in the not too distant future 

That someone would be in a position to do much for your organization. For 
instance: He could serve as a source of technical know-how for the rest of th 
salesmen. And he could troubleshoot and act as a bac kstop for them, too. H: 
could crack hard-to-sell industrial prospects. Give special jobs the kind of 
engineering service that earns repeat sales (sec page 46 Spx ak on new devel 
Opments before contracto- associations, industrial maintenance groups loca 
leagues. In short, such an individual could be the key man in your organization 
today as well as tomorrow. 

Where do you get such a man? That one is not so easy. Industry is grabbing 
every engineering graduate the minute he gets his diploma. Your best bet is 
to look around your own backyard. Perhaps you already have the makings of 
a technical expert in your organization. Underwriting some night electri: 
engineering courses might give him the background he needs. Or if you have 
a son who is attending or planning to attend college, he might consider addin, 
some engineering studies to his present curriculum. One thing to remember 
though: your technical expert should be someone who isn't afraid to get greas: 
on his hands; “sophisticated” engineering won't get far with your customers 

ELECTRICAL WHOLESALING has long been aware of the stirrings of this 
revolution. We've watched how the business has been getting away from know 
ing just catalog numbers and more toward knowing product application and 
operation. Our “Salesman’s Technical Notes” series, started two years ZO, Wa 


in response to the need tor such information (and, incidentally, we shall b« 
making reprints of the first 24 installments available shortly). During the year 
ahead, we shall blueprint this revolution, showing how distributing firms are 
making more and more use of technical experts (as a starter, there is next 


month's “He's the Engineering ‘Answer Man’ ’ 
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Phelps-Dodge- 
especially 
portable cords 
Electro-Strip 
Trol-E-Duct 
Square D control 
limit & pressure 
Westinghouse 
Lighting (West., 
Guth) Luminous 


| Sealtite & Fittings 
Fusetrons 


+ 


CUSTOMER 


Barnes, Wallace Co. 
Bristol Brass Corp. 
Bross, T. D. & Co. 
Carling Electric, Inc. 
Fafnir Bearing Co. 
Foster, M. B. Elec. Co. 
Gray Manufacturing 

Gray Research & Mfg. 
Ingraham, E. Co. 
Kell-Strom Tool 
Landers, Frary & Clark 
Mandly, H. H. 
Marlin-Rockwell Corp. 
Miller-Brown Corp. 

New Britain Machine 
New Departure — Bristo! 
Stanley Works 
Underwood Corp. IN THE OFFICE... 


Veeder-Root, Inc. 
ASK EVERY CUSTOMER FOR TAPE, FUSES, BATTERIES, TOOLS, LAMPS & LIGHTING BUSINESS. 
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“Concentration System’ 


the key to success in obtaining 

new industrial accounts—and in- 

creasing the sales to old ones—for 

Electrical Supplies, Inc., of Hartford, 
Conn. 

[his concentrated approach to sell- 


Here is a successful program which has helped in- ing industrials was first tried about 
one year ago, and the results have 


crease the sales to industrial accounts, and has been favorable. Compared with the 
same period in 1954, the gross profit 


secured new customers for Electrical Supplies, Inc., for the company in the industrial mar- 


. : ket, to date, has been increased 1.5 
of Hartford, Conn. During the year this planned- 
selling program has been in operation, industrial 


sales have increased, even in competitive areas. around carefully-compiled lists of 
prospective accounts on which each 


The system has been invaluable in pinpointing sales salesman can concentrate. 
° je ° “Prospects are picked with two pur- 
and providing a customized program for prospects poses in mind,” J. W. Saladine, com- 
pany board chairman, explains. “We 
choose industrials for their potential 
buying power. Steady customers are 
not necessarily the best customers. 


PROGRAM of planned selling 1s 
By Robert S. Bush 
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ON WHICH TO CONCENTRATE 
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pects. 


HE “Bible’’ for Electrical Supplies’ 

salesmen is this 
ing’’ form, which is the basic step in 
obtaining new industrial accounts. The 
list of industrials on which the salesman 
wants to concentrate is listed on the left 
side of the sheet. Across the top are 
listed the names of selected items which 
the salesman wishes to show the pros- 


For every item shown, a dot is placed 
in the square opposite the firm and the 
product. If a product is sold, a circle is 
placed around the dot, thus giving the 
salesman a quick reference of his prog- 
ress. Typical of the salesman using this 
system is Phil Walkley (ieft). 


‘‘concentration-sell- 


Second, we try to list the prospects 
that will not complain about prices 
We are in the wholesaling business 
not the price-cutting business. We are 
interested only in dealing with ac- 
counts who want good supplies and 
service.” 

In planning these lists every year 
each salesman meets with company 
officials to discuss the sales potential 
of the firms he wants to consider 
From these meetings, the number of 
prospects for each salesman is reduced 
to about 20. Against this list, the sales- 
men pick out 20 principal lines in 
which they think their prospects might 
be most interested. 

Just the firms we choose are 
both small and large. our principal 
lines are mixed,” Saladine explains 
‘We stress volume sales with some of 
the products we choose. For other 
prospects, we attempt to emphasize 


as 


high-profit items. Whichever category 
i company 


falls into, however, we 
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ls Cracking Tough Industrials 


always know in advance that they 
have good potential purchasing 
power.” 

e Gather Data The second step in 


obtaining a new account is to find out 
what type of industrial supplies each 
firm uses. This is obtained by salesmen 
who visit the plant superintendent, not 
in an effort to make a sale, but merely 
to ascertain what type of supplies are 
used and which are needed most often 

‘Plant personnel like this method,’ 
Saladine “We do not take up 
their time trying to sell them a prod 
uct they might not use or need. Our 
main purpose is to find out in advance 
of an attempted sale what supplies 
they use. We do not try to sell our 
products until we have this informa- 
tion. 

After this visit, the salesman checks 
his product list to see what supplies he 
should concentrate on for the pros 
pect. In his next visit, he takes sample 
products to show the officials 


Says 


Although we specialize in indus 
trial supplies Saladine says our 
salesmen are not electrical engineers 
To be certain the prospect will be 
given a comprehensive explanation of 
the samples we show him, some of 
our salesmen take a manufacturer's 
representative along on the second 


visit to explain the engineering of our 
supplies, and to ; 
tions of prospects. With this help, our 
to sell the 


nswer technical ques 


man has a better chance 
product 
© Selective Policy 


to industrials that Electrical Supplies 


In trying to prove 


has more to offer than its 
that 
the company policy of selected prod 
to prospective 


competitors 


Saladine says his salesmen stress 


uct lines their cus 


tomers 
We have reached the point where 


we Carry one main manufacturer's 
line, with a secondary line to back it 
up. The manufacturers like it because 


~onf. on ner? poge 
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“Concentration System” (cont.) 


HERE'S HOW THE SYSTEM PAYS OFF 


GOOD-WILL service to the Chase Brass Co. at Waterbury FIRST STOP at the Halden Machine Co. of Thomaston, Conn., 


nn., during the f i last August paid off for Electrica was at the office of the purchasing agent. Wes White. Finding 
ipplies ir ibsequent orders. Here Nalkley shows and sells ut in advance what kind of supplies the firm used, Walkley 
a line of fuse boxes to Ralph Mausolf, electrical estimator howed samples of h product which resulted in a sale 


“WE SPECIALIZE in selected product lines,"’ Walkley te BY STOCKING a complete line of industrial equipment, Elec- 
harles E. Bossedy iperintendent of electrical repairs now ir trical Supplies score n selling equipment to the Halden 


wnt addition. Howard Wolfe, plant 
tch box i by Walkley 


Because of th B edy Machine C for a new f 


tne Amer ar bra 


progress at 
} led tne ervice might be better, and ordered starter manager, checks a new sw 


we can push fewer lines, giving betier the cumulative gross profit monthly adds that basically—with some good 


service to both of us. More important, These cards are kept up to date months—the salesmen meet the budget 
however, it is an asset in selling to the each month. They are as important to they have estimated for themselves 
industrials because they feel we can the salesman in keeping a month-to- And Saladine has plans to expand 
give them better products and service month record of his progress, as the _ his service to industrials 

with our fewer lines monthly statements are to the credit More and more, industrial plants 
e System Important—As a4 part of department. In estimating the budget are changing from electric control to 
the concentrated selling program for each firm, the salesmen take into’ electronic control. We are going to 
Electrical Supplies’ salesmen maintain account the budgets estimated for each keep in step with progress and begin 
a card file system for each of the ac- company during the past five years, stocking electronic component sup- 
counts they obtain in which they esti- the increase of growth of the organiza- plies so that our present and future 
mate a yearly budget for each firm tion and its business outlook. customers will have better service in 
Included on these cards are the total Saladine explains that conditions obtaining these supplies. The indus- 


amount of sales per month for each are not the same from year to year. trials are our pet project, and we are 
account, the cumulative sales figure, The amount of sales for an account going to see that they get the service 
the gross profit for each month and might be low some months. But he they need.” 
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Surround yourself with sales-proven products 
... Stock ROYAL WIRE and CORD SETS now! 


Make sure your sales force gets the product support it 
deserves by stocking a complete supply of Roya! Quality- 
Engineered Wire and Cord Sets. 


Here are just a few of the reasons why leading electrical 
wholesalers rate Royal products first for sales . . . first for 


on-the-job performance and customer satisfaction. 


A COMPLETE LINE — Whether your sales emphasis is re- 
tailers, contractors or large industrial users, you'll find that 
Royal offers a complete line of wire and flexible cords, cord 
sets and cord assemblies — in all types and sizes — to meet 
every requirement. Royal “one-stop” shopping saves time 


and trouble . . . cuts your handling costs to a minimum. 


ROYAL ELECTRIC COMPANY, INC. 


PROMPT SERVICE — In addition to prompt factory service 
Royal maintains a nation-wide network of strategically 
located sales offices and warehouses. When you need wire 


or wire products, there’s a Royal supply neorby 


PREFERRED QUALITY — Because of their superior per 
formance records under all types of conditions, Royal wire 
and wire products have won the confidence and support of 
buyers and users everywhere .. . have become the “stand. 


ard of the electrical industry.” 


Plan now to cash in on these and other Royal sales 
advantages. Write for complete details on Royal Wire and 


Wire Products... put yourself on the Royal road to sales today! 


PAWTUCKET * RHODE ISLAND 


Manufacturers of WIRE * CORD SETS * FUSES * WIRING DEVICES 
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Salesman John Adler is no 
engineer, but he turns a 
nice profit for Kay Electric 
on specially-designed jobs 


By Durward Humes 


4d OW MANY wholesaler meet- 
ings have hinged on_ talk 

about ‘surviving’ at two to 

five per cent?” asks John Adler (left 
in photo), lighting 
Atlantic City’s Kay 
Too many,” he 


specialist lor 
Electric Co 
concludes, “es- 
pecially when commercial lighting ts 
That's why, a few years 
we decided to look for a field 
vhere eyeryone else wasn't peddling.” 
Kay Electric found its 
id specialty lighting — and has 
en working it profitably ever since 


the firm 


ved 


sOOR 


brings together 
component 


custom-designed 


buyers and 
manufacturers on 
jobs, which may involve special items 
vy new uses for standard items. This 
takes lots of legwork, but it means 
bigger margins on lighting sales 
e Middleman—On one side, Kay 
Electric 


facturers need for 


is cashing in on the manu 
local contact 
On the other, the customer has dealt 
with Kay—and knows that the firm 
has precise information on available 
material and on prices 

Specialist these 
jobs at the beginning, either through 
the engineer or through an account 
contact. He finds what the customer 
wants and outlines what can be ob- 
tained Once the overall plan has 
been settled, Adler calls in the com- 
ponent manufacturer Often the 
three of them—-buyer, wholesaler and 
manufacturer sit down together 
and tie up the lighting package 

“This takes time,” Adler admits, 
especially since we're not engineers 
Many jobs mean several trips to the 
factory, usually long before we get 
in order. But it’s worth it. We get 
ibout half the jobs we work on 
ind all at a nice margin.” 


Adler gets in on 


42 


THE HEART of Adler's specialty selling is the close cooperation between buyer, 
wholesaler and manufacturer. Here Adler (left! brings together buyer (Ernest Eger, 
hief electrician af Atlantic City Auditoriurr nd manufacturer Dave F rman, 
Radiant Lamp). This $13,0 supplies from Adler’ 


tock, and mountings and winche 


job involved refiector lamps 


made 
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THE RIGHT COMPONENTS FOR EACH JOB 


Esthetics 


Dazzling decor prompted the se 
lection of the flexible lighting in the 
Shelbourne hotel auditorium (see 
photo). The decor was built around 
glass and gold leat designs 

The lighting was done on the same 
basis Called in by the engineer, 
Adler consulted with several manu 
facturers during planning Ihe re 


sult was to combine rcandescent 


downlights with what is called “the 


first major tluorescent cove dimming 


system in the nation 


The 300-w recessed downlights aré 


on an automatic contacto svsien 
Ihe cove lights two-lamp fluo 
cents—are on a hot cathode dimmx 
~ 
flexibility and “softer” light 


Flexibility 
This was the over-riding consicde 


it city-owned Garden PK 


thon 
enginec! 


tiricd several pok 


looks of any of then 


“There are specialty jobs in every town. . .” 


“There's no doubt that Atlantic City is a good town for specialty light 
ing,” Adler says. “The hotels here keep trying to outdo one another 
But it seems to us that there are potential jobs in every town.” 

He feels that the biggest part of the job—accentuating “specials 
belongs to the salesman. Opportunities occur almost daily in new and 


modernized hotels, churches, schools, municipal buildings and restau 
rants (see page 52). One possibility is dimming boards, such as this unit 
in the Shelbourne (see photo: Adler, at left, with Shelbourne engineer 
Thomas Bird) 

Higher cost isn’t the only consideration, either,” he points out 
‘Custom-made components sometimes add to the bill—but not always 
We got a better job all-around at the Auditorium by doing it a less 
expensive Way 

We're not turning down standard lighting jobs,” Adler concludes 
but we prefer the special ones, for obvious reasons 
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ARE FACTORY SALESMEN ... 


Bulls In Your China Shop? 


Too many are, says veteran distributor man W. N. Coburn. Here—in an 
across-the-desk talk with an imaginary manufacturer's salesman — is his 
pointed appraisal of just what makes factory men liked or lambasted 


YOL 


a few 


want to go out and make 
customer calls with our 
salesmen? 

Well, we certainly could use a little 
good assistance, but first—can I ask 
a few questions? We have had our 
experiences both good and bad. You 
see, you can't do much harm talking 
to us here in our own office—we over- 
look a lack of finesse here, that is, if 
we like you and like your product 
You can kid with our salesmen, joke 
with them about the foibles of our 
customers. It’s fun here in the office 

but dynamite out in the field 

Our clowning salesman 
very serious when some boner on 
your part threatens his sale. You are 
meeting his customers, his livelihood 
Don't be astonished at the critical 
manner in which he observes your 
attitude, your statements, or your 
promises. Many times in the past, 
factory salesmen have proven to be 
Bulls in the China Shop. In what way, 
did you ask? Well I'll tell you a few. 

Perhaps our most hated bull is the 
Ungrateful Bull, the factory salesman 
who gets our complete support on the 
bulk of his line—enjoys several 
thousand dollars a year of our pur- 
chases, but when he faces our cus- 
tomer, he spends all of his time selling 
items that he knows we buy from his 
competitor. Sort of hopes he can 
blackmail us into buying these off-limit 
items by getting our customers to de- 


becomes 
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By Winston N. Coburn 


Assistant to Manager 
Vermont Hardware Co 
Burlington Vt 


mand them. It never works 

One factory man even had the 
nerve to advise our customer to buy 
these items from another jobber, be- 
cause we didn’t carry them. Sometimes 
the factory agent is a bad offender in 
this respect—you know, the agent 
who carries five or six lines of which 
we buy only two. He just can’t seem 
to resist selling those lines that he 
knows we do not stock. 

The Pompous Bull who pulls the 
old prestige line can be guaranteed 
to cool off a good customer for several 
months to come. The Pompous Bull 
orates endlessly about how his line is 
the only one on the market, about the 
size of the factory, the huge number 
of employees, the big parties they put 
on—everything is superlatives, the old- 
biggest, wealthiest, best, newest, 
or smartest. To which, our customer 
is probably thinking—‘“so what?” The 
factory is a long ways off from the 
contractor's viewpoint—he has his 
own problems that he wants a little 
practical help with. 

The Royal Tourist Bull rates high 
with our customers—you know the 
boy who always reels off the line about 
hick towns, whistle stops, tanktown 


est, 


restaurants,—complains about the lacx 
of proper accommodations, the poor 
roads, the telephone service, and ends 
up by blaming the bad weather on the 
local inhabitants. In turn he brags 
about the big operators that he knows, 
the smart deals that he has helped 
them pull. He hails from some big 
town that is apparently the universe 
to him and after he has talked for five 
minutes, our customers would gladly 
ship him back there. Makes it real 
sticky for salesman on his next 
call 

The Complaint-Ducking Bull can 
really customer's confidence 
Sometimes a customer will surprise us 
by Opening up on a factory man with 
a real blast at his product, whereas, 
we had sold him for years without 
realizing his true feelings. We suppose 
that the customer feels that we, his 
wholesaler, cannot control the design 
or quality of the product, so he buys 
it without complaint. When we bring 
in a factory man, he really 
his opinion. Usually this type of situa- 
tion is handled very well 

One exception that we will never 
forget found the factory man advising 
the that good distribu- 
tors took care of customer 
complaints,” and then changing the 
subject. We suspect that he jumped 
to the conclusion that we had heard 
this story many times and had never 
done anything about it. The customer 


Our 


shake a 


expresses 


customer 
always 
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did not take the hint to buy elsewhere; stated that he would gladly use that 


in fact, he was not as tolerant as we fixture line exclusively, if only he 
were. His orders now read Anything could get a bette: break on the price. 
but X Brand.” The factory man rose to the bait. 

The Maligning Bull js » deadly com- He knew an out of the territory job- 
panion, apparently unconscious of the ber who would be glad to pick up this 
damage he is doing. He has fallen into 


extra business for cost plus a very 
the habit of mentioning competing small percentage. The factory man 
brands in a bitter, belittling manner, or never got an order—all the contractor 


at best in a very condescending man- 
ner. It’s good for a laugh amongst 
friends, but it’s not very funny to our 
Customer. 


wanted was a deal he could use as 
a lever to get better prices locally. In 
fact, it was the contractor himself 
who told us the story. We dumped 
that fixture line in a hurry 

Say, I'll bet you know George 
Blank, you know the one that travels 
for XYZ Company Funny, everyone 


seems to either know him or to have 


Perhaps he has used this competing 
brand for years and SO resents this 
slur against his judgment. If our sales- 
man is out trying to win a few con- 
verts for the factory’s brand. the 
Maligning Bull will convince the cus- 


heard of him, as you have. Now 
tomers—not to buy there's a diplomat if | ever saw one 
Then there is the Impatient Bull Aj! of our men grew to respect him 


who just 
customer 


can’t stand stil] while the Of 
insists On Conducting some 
other business with our salesman 
There is the Heavy-Entertainer Bull 
who insists on taking the Customer out 
tor refreshments despite all the No-No 
signals from our salesman who tries to 
tell him that this is a customer with 
strong convictions. There is the Old- 
Pal Bull who finds that our Customer 
knows a friend of a friend and pro 
ceeds to drape himself around the 
customer's neck for hours while our 
salesman petrifies. 

I can describe quite a few more 
of these unforgettable Bulls but I can 
see that you are getting the point. Do 
you wonder why I am bothering to 
tell you all this? You see, we like the 
fact that you asked to make calls with 
Our salesmen. We like that 

We pity, fear and mistrust the Wire- 
Walking Bull who makes solo calls all 
over the territory, trying to sell the 
contractor on his product, vet 


course they made a fuss about 
going out with him the first time but 
from there on, he was one factory 
man that our men were glad to travel 
with. They said he was a regular fel 
low, patient, understanding of a sules- 
man's problems, and he just seemed to 
fit right in no matter where they 
calling 


were 


he thing that we appreciated was 
that every time George traveled with 
our men, we found them polishing up 
their sales presentations for a long 
ume afterwards. George had a care 
fully prepared sales talk that he gave 
'n a simple, sincere manner, that really 
went over. He really knew his line 

By the time he finished, our 
men were gaining a new 


Sales- 
enthusiasm 
for his product and a new enthusiasm 
for selling too. They said George just 
didn't go out and give a clever pitch 
instead he believed in his product and 
shared his ideas with his audience 

Well, let’s get some schedules fixed 
up. Our salesmen all have man-killing 
territories and they aren't going to be 
too happy about escorting you around 
Be sure to sell our salesmen first and 
our customers next. You can do us 
and our salesmen an awful lot of 
good, but please, don't be a Bull in Our 
China Shop 


side- 
steps any discussion of where the cus- 
tomer will buy it. It’s a g00d trick if 
you can do it and right here. | want 
to say that we have several manufac- 
turers who do a pretty ethical job 

We will never forget a fixture manu- 
facturer’s man who called on a 
smart customer of 


very 


ours. Our client 
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How Much 
Service 
Went Into 

This Sale? > 


More than a year of hard work 


and constant customer aid was 


invested in this $12,000 sub- 


station—tangible proof of 


Brady Supply Corp.'s down-the- 


line customer service policy 


By George D. Farley 


HERE to draw the line on serv- 

ice to customers has always been 

a problem for electrical distribu- 
tors. But for the management and 
salesmen at Brady Supply Corp., 
Elmira, N. Y., the question is prac- 
tically non-existent 

The firm's service guide for sales- 
men: think of yourself as a part of 
your customer's organization then 
act accordingly. Give him help on 
specifications, on ordering, on deliv- 
ery, On installation and in anticipating 
problems and future growth needs 

Has it paid? “Definitely,” says pres- 
ident C. E. Woodhouse. “It has en- 
hanced our service reputation with 
regular customers, gained us many 
new ones, and furnished us with valu- 
able leads to creative sales.” 

One such opportunity came in the 
form of a phone call in November, 
1954, and ended in the sale of the 
complete $12,000 substation pictured 
above. The call was from contractor 


ae 


PROUD TEAMMATES in 


League Cooperative substation were 
League project engineer Ken Dodge ar 


Frank J. Cady—-a regular Brady cus- 
tomer. He wanted prices on 3-75KVA, 
7200/12470Y primary to 120/240 
secondary single phase outdoor dis- 
tribution type transformers. 

The following day, the same con- 
tractor called for 3-167KVA with the 
same characteristics. This raised a 
question in Woodhouse’s mind. He 
asked what Cady was trying to do. He 
told that the transformers were 
going to be used at the Dairymen’s 
League Cooperative plant in Horse- 
heads, N. Y 
e Cause for Alarm—The engineer (in 
charge of several League plants), was 
alarmed. The substation — 3-75KVA 
transformers—was overloaded and a 
new project—a pumping station to 
dispose of materials—was al- 
ready designed and approved for con- 
struction. This would mean an addi- 
tional 60-75 hp. load. 

Woodhouse was familiar with the 
layout of the transformer house. He 


was 


waste 


troubiesnc 


Dairymen’s 
vodhouse 
The new 


knew it was next to impossible to 
safely house three additional 75 KVA 
transformers to supplement the exist- 
ing bank in that building. What's 
more, it would require a long shut- 
down period to disconnect and remove 
the 3-75KVA and to install and re- 
connect the 3-167KVA. The space 
available in the building was not sufh- 
cient to suitable spacing for 
proper ventilation if three 167KVA 
were installed 

A long shutdown period was out of 
the question. The milk processing 
plant operated 24 hours every day. 
e Enter Distributor — Woodhouse 
asked permission to review the situa- 
tion and to offer some suggestions 
toward eliminating the problems. The 
space between the transformer house 
and the gorge wing protruding from 
the main building was unused. 

Woodhouse suggested a solution: a 
steel structure (with capacity to accept 
three 250 KVA transformers) with an 


allow 
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rmer 


transformers are 167KVA 20 
il-filled. Small 37 2KVA 


former house, 12 


transf 


handles 24C 


installation of 3-167KVA which would 
be sufficient to allow addition of the 
75 hp. for the waste building and ca 
pacity to allow future expansion for a 
period if the need arose. This proposal 
was accepted and Brady Supply was 
asked to accumulate figures for pres- 
entation to management for approval 
With the help of Karl Kelly, Rail- 
way & Industrial Engineering Co., 
A. L. Lawton, New York State Elec- 
tric and Gas Corp. and electrical con- 
tractor Frank Cady, Woodhouse se- 
cured a design and estimated the price 
of a substation structure. The proposal 
was submitted December 10, 1954 
The Dairymen’s League reviewed 
the proposal, checking the possibility 
of using secondary equipment to elimi- 
nate the need for purchasing equip- 
ment for a primary installation. The 
League fivalfy decided the proposed 
layout was most practical and eco- 
nomical. The engineer, Ken Dodge 
advised Woodhouse to go ahead in 


December, 


YY primary to v. se 
rignt 
three-wire lighting 


INSIDE plant, three 5 


ip three 


ubicie 


At bh 


ndary 


was re-moved from tran 


nly 


March 1955. Orders for transformers, 
substation equipment and fence and 
concrete foundation were then placed 
¢ Big Question—With factory sales- 
man W. L. Corbett, engineer Dodge 
and contractor Cady, Woodhouse 
worked out a solution to this question 
What was the best way to carry into 
the building to pick up the existing 
power feeders in the shortest possible 
time? The answer: using 1350 amp 
low impedance weather-proof duct 
with transformer taps to handle the 
high current of the 230 v. secondary 
and eliminating open bus work. Cady 
began installation. The duct was car 
ried inside the building to a trans- 
position from which a short piece of 
1350 amp. plug-in duct extended 

The existing feeders consisted of 
one 800 amp. 240 v. 3-phase feeder 
to the main boiler room panel; three 
400 amp. 240 v. 3-phase feeders to 
other parts of the plant and a 200 amp 


lighting feeder 120/240 v., 3 wire 
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ttom i 


to 


The 
problems but Woodhouse and his in 


project) continued present 
dustry teammates met and solved each 
they The 


was in scheduling 


one is came continuing 


headache, of course 
shutdown periods when incoming milk 
This meant work was 
restricted to five hours maxi 
mum each day But it all worked out 
well Woodhouse And the 
project is finished 

e The True Measure—Was it 
a vear'’s effort? “Certainly 
Brady's president, “I 
the three requested transformers over 
But 


and 


loads were light 
to four 


Says 


worth 
declares 
could have sold 
the phone and let it go at that 
that's The 
work put in on this sale is well worth 
balanced against the cus 
satisfaction. The Dairymen’s 
and the contractor, Frank 
are two solid for 
creative sales the 


not our policy time 
it when 
tomer’s 
League 
customers 

And that's 


assure of how far t 


repeat 
only 


with 


true 


ervice 


- 
4 
7 
openings in duct pick aay 
} ders while ame 3 - pole 
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ACROSS-THE-COUNTER fric . created between this A satisfactory arrangement thr 
contractor and h wholesale the account ame contractor to repay | 


bankrupt several years ag ver » to buys most of fh upt " 7 back 


aid the customer, who ha c pt ase » ) on his feet and going s : places an order 


worth of supplies onthly m the 5 : with counter salesman 
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ur Credit Relations’ 


So says American Electric Company's Credit Manager, Vern Demarest, 


who has found that service and courtesy to the customer—combined with 


a little psychology—can head off as many credit losses as rigid-policy 


i UR CREDIT personnel do not 
wear horns,” Vern Demarest, 
credit manager of the American Elec- 
tric Co., St. Joseph, Mo., 
“We try to give our customers every 
possible service to assist them in be 
coming successful businessmen, and 
believe me, our flexible policy has 
really paid off.” 
In the last 10 years, only .05 of 
1 per cent of the total sales volume 
has been lost through credit risks 
And Demarest says that some of the 


declares 


money lost in recent years is still 
being collected. About .17 of 1 per 
cent is usually set aside each year 


for credit losses, but that amount ts 
slowly decreasing 
¢ Respect Important — Basically, this 
is American’s credit policy: there must 
be respect for the customer so that he, 
in turn, can have respect for the or- 
ganization with which he transacts 
business. Most important, it is neces- 
sary for the persons serving a custo- 
mer to be sold in their own minds 
that they are using every means pos- 
sible in honestly helping the accounts 
collect and pay their own bills on time 
“When dealing with a customer re- 
garding credit, we try to make him feel 


methods. And the procedure has also developed better customers 


proud of his business,” Demarest ex- 
plains. “Of course, he should be 
proud of it without a reminder, but 
we stress this to him anyway. It’s easy 
for a person to forget the importance 
of good Where 
we mention that his past credit rating 
has been good and that he should strive 
to maintain it. This pleases him, be 
cause, basically, every businessman 
likes to think of himself as a success 

Now, if this sounds ridiculous, it’s 
this approach hasn't been 
tried often enough. Too many credit 
managers think they can ‘whip’ their 
customers into shape, and insist that 
if the prospect doesn’t like the policy, 
he can go someplace else to buy his 
supplies. This kind of attitude is too 
rigid—at least for us. The customer 
isn’t given a chance to prove he can 
be a good businessman with a little 
help 

“Our main desire at American Elec- 


business possible, 


because 


tric 1s to be of real service to our 
customers, almost all of whom have 
credit with us. We give them the 
facilities of our showroom, and sit 


down with them to discuss their prob- 
lems. If 
though 


we can make them feel as 
they are an important part 


of the industry, then they will strive 
harder to be better businessmen, and 
we will have better customers with 
fewer chances for credit losses 

e Friendly Attitude A custome 
usually establishes credit with Amer 
can in one of two ways. Usually, the 
customer makes the first contact 


either through a company salesman or 
by coming into the supply house fo 
information Here is 
friendly attitude prevails 


Before the prospect is introduced to 


where the 


the company officials, he is told about 
the services offered by American, what 
materials the company handles and 
what the terms of the credit policy 


are in detail 
After the proper 
the dependability of the prospect, and 


investigation of 


after his credit is approved, he is 
called back to the office 


pany officers express to him their de 


where com 


sire to help him in any way possible 
the management stress that they hope 
the business association will be lasting 

If a prospect inquires about credit 
through a 
tified 


salesman, Demarest is no 


and instructs the salesman to 


Continued on next page 
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He Adds the Human Touch to American Electric's Big Credit System 


he credit program of the American Electric Company, which covers 
seven Midwest states, is handled by Vern Demarest (left), credit 


manager. Included in his territory are western Missouri, southern lowa 
and Nebraska, northern Oklahoma and Texas, Kansas and Colorado. 
Branch offices are located at Wichita and Dodge City, Kas., and at 
Pueblo, Colo. Credit for all the houses is handled through the main 
office at St. Joseph. Although his credit dealings are so far-flung, 


Demarest knows most of American's accounts personally. 


Through 


frequent trips with field salesmen, he visits his customers to stress the 
importance of cooperation between wholesaler and customer for suc- 


cessful business. And he finds that customers like this attention. 
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MAIL ORDERS comprise a large volume 
of the business ot American Electric. 
These orders are opened immediately 
upon arrival and channeled to the credit 
department for checking. Fast handling 
for this type of order is stressed to 
insure quick delivery of items. 


AFTER THE ORDER is processed, it 
is sent to the pricing department where 
the cost of each item ordered is listed. 
if necessary, daily changes in prices 
are made in American’s complete file 
system. The account is notified if there 
is a price change. 


CHECKING the order with a catalog is 
the second step. This is to insure the 
correctness of the order and establish 
thot the items ordered are in stock. 
Only a few minutes are required here, 
saving valuable time later. If a mistake 
is found, the account is contacted. 


“We Humanize Our Credit Relations” (cont.) 


some of our time to listen to his The same 1s true when a letter re- 
problems. We'll listen to any com- questing payment is sent to a Cus- 
plaint or problem, no matter how tomer. Even if the customer only 
small. They are all important to the returns a partial payment, Demarest 
customer.” writes him immediately thanking him 
When attempting to collect past- for the money and asking him for 
due bills through these personal con- another order 
tacts, the first thing Demarest discusses Sure,” the credit manager says, 
with the customer is the quality of the We are no different from anyone 
service from American. Is the cus- else. We have accounts who are mar- 
tomer satisfied with the shipments? Sometimes we are 


the necessary background In- 
tion about the prospect—such 
credit ratings—and for 
ird it to St. Joseph for evaluation 
¢ Few Turned Down — “Sometimes, 
vith the approval of a new customer, 
ve handle an order ( Reg De- 
marest says This, of course, 1s 
a temporary basis, and it 
1 good chance to know the 
extend him full 


ie 
UsuaHy On 


before we ginal credit risks 


credit privileges.’ 

Demarest explains that few accounts 
are turned down for credit. When 
there is a question about a prospect, 
American attempts to work out a 
satisfactory arrangement for payment, 
which might be a plan where the cus- 
tomer borrows money from a_ bank 
or where the order is shipped C. O. D. 
In the case of borrowing money, 
American will help the prospect get 
a loan 
Visits Customers About once 
every month, Demarest takes to the 
road with one of several salesmen- 
most of whom live in the areas they 
serve—on a good-will trip to visit 
vanous accounts 

“Sometimes I make these trips to 
see about collecting past-due bills,” 
he explains, “and sometimes I just 
want to meet our customers to see 
if there is anything I can do for 
them. Whatever the purpose, it makes 
an account feel important that we take 


Is there breakage? Is the order cor- 
rect? Demarest asks if there are any 
special problems to be worked out 
with the account, and stresses that 
American will be glad to assist him 
any time 

“We then follow this up with a re- 
quest for a payment on a delinquent 
bill,” Demarest says. “Nine out of 10 
times the account will feel obligated 
to pay us immediately because he be 
lieves we have treated him right.” 


In its role as a sounding board for 
your ideas, FLECTRICAL WHOLE- 
SALING offers this article as a “re- 
buttal” to a tough credit policy story 
which has caused considerable discus- 
sion and sustained interest since its 
publication (“He Rides Herd on Credit 
Risks,” March °55, p. 36). Presented 
here is what many would consider the 
other side of the credit coin. 


THE EDITORS 


on the losing end. 
lieve that if we treat our customers 
right, they 
friends and will become good cus- 
tomers 


e No Hard Policy 


each month 
ments later than that are not eligible 
for the cash discount 
bill does become delinquent, there is 
no “iron-fist” policy of collecting the 
payment by the credit department 

“A lot, of course, depends on the 
individual 
We do not cut a customer off im- 


However, we be- 


eventually will be our 


We have found that some accounts 


which are always past due on their 
bills eventually annihilate themselves. 
Often, other bad accounts for whom 
we keep on extending courtesies, begin 
to feel guilty in not paying us, and 
will eventually 
before their business with us tapers 


liquidate their debt 


Bills at American 
due on the customary 10th of 
Customers making pay- 


However, if a 


sccount,” Demarest says 
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es Six F j Are N Bef An Order Is Shi 
es, ix Functions Are ecessary berore An raer is ip eee 
~ 
of 


COPIES of the final order are made by 
the billing department. One copy is 
given to a counter salesman Who drops 
it through a tube to the stock room 
below. An intercom system is used by 
an inside salesman to let the stock 
clerk know an order is being sent to him. 


without 


mediately 
to him to see what his 
or to see how we can help him col 


writing oF 


his bills 


lect 


“We are in the wholesaling business, 


not the banking business. It is our 


desire to have our customers stand on 


their own credit and use the banks for 
loans. But there are exceptions 

for instance, a contractor who 
not been able to 
from a job to pay us 


collect his money 


We might carry 


him up to 45 days: if so, we will go 
the amount he 


to a bank and borrow 
owes us SO We Can discount our own 
bills 

“We then meeting be 
tween the customer and his banker 
so he can borrow what he owes us 
Usually, we will recommend our ac 
count to the bank, and he seldom 
has any trouble getting the loan. 
Often, this type of transaction has 
made a better businessman of our 
customer. Of course, his loan is only 
for a short time until he receives pay 
ment for his bills.” 
Courtesy Repaid Several 
ago, one of American’s customers- 
who normally purchased about 
$10,000 worth of supplies monthly 
became bankrupt. Company officials 
got together with him, talked the 
situation over and finally worked out 
a plan whereby he would be able to 
repay a small amount each month 


arrange a 


years 


THE COMPLETED order is then sent 
to the shipping department from the 
stock room by elevator. In this final 
step, the items are checked against the 
items listed on the order form for accu- 
racy. If the order is correct, it is pre- 


talking 
roblems are, 


Take, 
has 


pored for shipment. 


plus a small interest until the 
bill was paid 

This 
so much that now, since the customer 
is back on his feet and 
he is buying most of his supplies from 
American Electric 
his bills on time 

And he is a better 


too,” Demarest says, 


charge 


cooperation was appreciated 


going strong, 


and always pays 
businessman 
he has 
learned the hard way that no one else 
look for him. He is 
no longer lazy about 
bills, and tries to up-sell his 
instead of being passive about it.” 

Another customer, who was always 
reluctant in paying his bills by the 
10th, was finally told that he would be 
given a little longer to get into the 
habit of paying his bills on time before 
he would be put on C. O. D. This 
courtesy that needed; he 
has paid his bills by the 10th since 
then, month, when 
he came into the house personally to 
sav he would be a little late 

American will delinquent 
customers “for a reasonable time.” 
But this can go too 
far. In extreme cases, a customer has 
been put on C. O. D., but not before 
in arrangement to assist him in keep 
ing his credit has been dis 
cussed 

We have found that 
you can't be excessively 


‘because 


Is going to out 


collecting his 
work 


was all was 


except for one 


Carry 


“reasonable time” 


rat 
ating 


m one hand 


lenient with 
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ALL BINS are kept in the basement, 
leaving the area in the sales room above 
free for working and office space. Here, 
one of several clerks receives the order 
and begins to fill it immediately. Large 
orders are sent to the stock room first 
to facilitate shipment. 


credit risks and stay mn Husimess 


other hand 


a little bit 


Demarest says On the 


you have to out of 
your way to help your customers suc 


After all, if 


to remember the 


ceed they are successful 


they are going cour 


tesies vou showed them in the long 


run 
fast rules 


There are no hard and 


comes to credit 
factor 


must be a sincere 


when it our 


One 


depart 
ment 
there 
each other get ahead in 
e Like a Father—Demarest 
think of American Electric 
fo its Customers 

‘We 
facilities and advice are 
We are in a position to help 
with their 


is important tO Us 
desire to help 
business 


likes to 
as a father 


that 


ivailable any 


want them to feel our 
time 
them 


or other business problems 


merchandising, credit 
We want 
them to come to us when a problem 
first After 
ill, their problems affect us, too 
The 


the fundamental 


arises to seck a solution 


basis of our credit policy 1 


respect for the cus 
tomer; in it, friendship between the 


supplier and customer stressed 
But 
edness to realize who the bus 
books and 


customers clieve in the 


have the farsight 


our personnel 
inessmen 
ire on the who aren't 

Our 
policy, which is not just liz 
It is friendship 


help 


scrvice 
and 
which 
customers for u 


understanding 


given in the right spirit 
made 


nave better 


“4% 
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SPOTLIGHTING YOUR MARKETS 


No. 8 in a Series 


ESTAURANTS—commercial, industrial and institu- 
” tional—are a good, but hard-to-reach, market for 
electrical wholesalers’ salesmen 

rhe strength of this market lies in its growth and its 
emphasis on modernization (see below)}—plus the fact 
hat it uses lots of electrical products, with cost often a 
minor consideration. This goes beyond the dining room, 
where stylized lighting effects are popular, and back into 
the kitchen. There, food storage, preparation and han- 
dling are being streamlined 


Brings you up-to-date on what you can sell to... 


The Restaurant Market 


@ Aside from diners, commercial restaurants are the best market. Industrial 
and institutional units buy less—because they display less. 


@ These public restaurants stress modernization and expansion. There's a de- 
mand for many electrical products, especially stylized lighting. 


@ But the market is hard-to-reach. Most public restaurants must be sold 
through the contractor, or through the building maintenance man. 


An easier segment to reach is the industrial restaurant 
group. The best bet is to deal with normal account con- 
tacts, such as the electrical maintenance man or the con- 
tractor. The cafeteria manager is important as a planner, 
and can’t be overlooked 

Institutional restaurants are the easiest to reach, since 


buying patterns are more established. They buy mostly 
through committees, and long-range purchases are made 
by bid. 


Added factors in restaurant purchasing are kitchen 
equipment dealers. Between them and direct-selling man- 


purchasing 


electrical needs and is easy to talk to 


The restaurant market is segmented; each group, and 
sometimes each unit, has its own purchasing routine 

Commercial (or public) restaurants call on contractors 
for most electrical work, and let them handle supplies 
But if the restaurant is in a city building, it 
often relies on the building maintenance man 
may be a present-day wholesalers’ customer; he knows 


This man 


is great pressure to modernize and expand 


ufacturers—especially of appliances and equipment cus- 
tom-designed for this market 


electrical wholesalers fre- 


quently find it difficult to start new restaurant accounts. 
© Measurement—The best guess is that medium- and 
large-sized public restaurants are the best market. Restau 
rant purchases are in proportion to size. Here, too, there 
Sales to in- 


THE NATION’S restaurant business 
is expanding. There is a growing num- 
ber of commercial units, especially in 
suburban locations. Even older restau- 
rants are busy streamlining, in the 
kitchen (to cut costs) and out front (to 
attract more customers to “eat out”). 
It’s estimated that the public today 
spends seven cents of every retail dol- 
lar in restaurants. 

Commercial restaurants (including 
diners) constitute the bulk of the food- 
service field. There are about 186,000 
units which serve food as their sole 
business, An equal number of com- 
mercial eating places are part of larger 
operations: hotels, drug stores, taverns, 


STREAMLINING TO ATTRACT MORE CUSTOMERS 


railroad stations and the like. 

The other one-third of the industry 
is broken down into industrial units 
and institutional units, especially clubs 
and schools. Some 26,000 firms—in- 
cluding factories, banks and company 
offices—are said to have their own 
food service. About half of the coun- 
try’s larger factories feed employees 
on the premises—a practice that’s on 
the increase. 

Commercial restaurants, even the 
fancier ones, are usually one-man op- 
erations. Either the owner or his man- 
ager buys both food and equipment. 
At institutions, group purchasing pre- 
dominates: among those concerned 


are top management, the food-service 
manager and the purchasing depart- 
ment. 

Industrial restaurants, however, are 
a knotty selling problem. With little 
profit motive involved, the industrial 
relations department has a big say 
about buying; so do cafeteria man- 
agers and caterers. On equipment, the 
purchasing people and the mainte- 
nance staff are influential. 

Of the 250,000-odd commercial 
restaurants, over 18,000 are run by 
chains, including drug and depart- 
ment stores. Their buying is mostly 
local, though headquarters approval 
is needed for major outlays. 
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Restaurants: Variety of supplies for a varied market 


dustrial and institutional units are an extra in normal 
account calls; small commercial units are worth little 
attention 

Motors, though smaller in size and rating than for 
factory use, are the most salable item. They operate the 
mixing machines, the air conditioning and the storage 
units 

But it’s the variety of electrical products that gives the 
commercial restaurant market its potential. Lighting gets 
top consideration in the facade and dining room areas, 
with special effects preferred. There's more demand for 
air conditioning and for fans. There's a big, and to a great 
extent, untapped market for signal equipment. And appli- 
ances, large and small, do everything from toasting bread 
on up 

Motors. Motorized equipment in a high-class restaurant 
might include air conditioning and refrigerator compres 
sors and blowers, garbage disposal units, meat grinding 
and cutting machines, various food mixers, oven and dish 
conveyors, dumb waiters and elevators, water pumps and 
dishwashers. 

There are also a number of specialty machines, such as 
flaked ice makers. Ratings on most motors range from 
5 hp down. 

The number of motors, of course, varies with the 
restaurant. But the trend is strong towards more of them 
While most motors—with the possible exception of air 
conditioning and refrigerator units—come as original 
equipment, there's a continuing replacement and repair 
market 

Appliances. Here the list of units is long, though not 
deep. The chief larger appliances in restaurant use are 
deep freezers and water heaters; smaller restaurants us 
a number of refrigerators and stoves 

Among the smaller appliances required by restaurants 
are coffee makers (small vacuum-type styles), toasters (in 
the 2450-4800-w range), deep fat fryers and broilers (up 
to 4000-w; increasing in use because of uf 1 consumer 
aemand for broiled foods), electric scales (around 300-w) 
and silverware washers (3000 watts). There ilso bar 
requirements, such as mixers and blenders 
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As a by-product of the customer demand for good 
service, infrared strip heaters are becoming more com 
mon. They are usually installed over the counter where 
waitresses pick up orders, keeping the food warm 

Lighting. Perhaps more than any other type of retail 
establishment, restaurants try to maintain atmospher: 
with lighting 

This starts outside, with lighted signs and windows, and 
goes right back to the kitchen. There fluorescent units 
predominate, and there is a demand for infrared germi 
cidal lamps for sanitary purposes 

But the main lighting effort is made in the foyer and 
dining room. Fluorescents are seldom used there, since 
food appears unappetizing it this setting. There is now 
more use of softer lighting, including the new pink in 
candescents 

There are also special lighting effects. Often recessed 
and cove units are combined with downlights. Wher« 
there’s a showpiece—artificial waterfalls or special dra 
peries—spots are popular; they are a necessity where 
there’s a floor show area 

Air Conditioning. As air conditioning has become more 
popular, it is difficult—especially in areas where electric 
rates are low 
ticularly true of eating and offic reas, and i less 
extent of kitchens. Where air conditioning is not installed 
fans and blowers are a year-round must 

Signal Systems have proved useful in restaurants. The 


facilitate the handling of orders between dining room and 


to find restaurants without it. This is par 


kitchen, or between the locati and the manager's 
office. Sound units are for ting and for piping in 
music 

Materials Handling equipment is receiving more atten 
tion. This goes beyond dumb w s and street 
(both of which use much signal equipment). It takes 


onveyors for moving plat food t lining roorn 


and silverware and dishes within the kitcher 


NEXT MONTH 


The Amusement Market 


an 
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| 
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This Novel Sales Contest... 


CONTESTANTS 


rite 


BIG WINNERS of the Luck 

sales contest were Mr. and Mrs 

schiller. Here they are receiving the 
keys to a new Plymouth from company 
president, Perry Shankle. Wives 
tickets ‘car pool” each time a 
salesman got a weekly bonus for best 
topping of quota Shankle believe 
home support was decisive factor in 
the contest’s succes 


the 
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Perry Shankle Co. of San Antonio got salesmen's wives to give plenty 
of home support to its recent ‘Lucky Lady" sales contest and wound 


up with total sales of $1.5 million in just 13 weeks of the selling race 


[I THE END of January, this 
year, the management of Perry 
Shankle Co., San Antonio, Texas, 
was up against a problem. The com- 
pany’s 1955 sales quota was set at the 
beginning of the year at $6,000,000 

The end of the first month showed 
most salesmen behind in their monthly 
quotas and over-all sales were short 
of the monthly goal. President Perry 
Shankle decided to run a sales con- 
test—but this one would be “differ- 
ent.’ It would keep the salesmen con- 
scious of the prize race in the office 
and at home. How? Bring in the wives 

The contest did what it set out to 
do. It enlivened sales efforts before it 
too late to take up the first 
month's slack and snap into meeting 
monthly sales quotas. It produced sut 
ficient sales—$1.5 million in 13 weeks 

to compensate for below quota pro 
duction in January 

What's more, the electrical depart 
ment—one of six selling subdivisions 

made the best showing. It accounted 
tor $500,000 in 13 weeks of 
selling, thus topping its quota by 30.9 
per cent. 

The company’s president believes 
that getting the wives into the race 
really put it over. Salesmen hustled 
for chances to earn prize money up to 
$2,500. Their wives vied for a chance 
to win a brand new Plymouth 

Here’s how the contest was set up 

$2,500 was 
weekly and final 
quota-busting by all 21 salesmen 


Was 


heavy 


set aside to pay 


bonuses based on 


e The salesman who exceeded his 
regular weekly quota by the highest 
percentage mark each week received 
a bonus of $50 

@ Each salesman who exceeded his 
sales quota for all 13 weeks—whether 
or not he won the 
received $50 

e The salesman 
quota by the highest percentage during 
the entire 13 week period got $100 
Those who came in second, third and 
fourth earned an extra $50 each 

e To enlist the counter salespeople 
in the contest, each time the electrical 
department made or exceeded its 
weekly quota, each counterman won 
a $50 bonus 

Where did the ladies come in? Well 
each time a salesman earned a $50 


weekly bonus 


who exceeded his 


By Ruel McDaniel 


bonus, he received five tickets for the 
“car pool.” But—the tickets went to 
the little woman, not to him 
Progress Report—A letter 
wife, explaining the 
the contest and how 
she earn those tickets. During 
the contest, Friday afternoon a 
letter went to each wife showing he: 


went to 
salesman’s 


feature ol 


each 
Car 
could 


each 


the standings of the various salesmen 
and the for that 
week. 

This bringing the wives into the 
event salesmen 
bit of trouble around the house, 
Shankle with a smile. “When 
failed to through 

and five that 


who won bonuses 


caused some guile a 
savs 
sales 
man come with a 
bonus 
at tairly frequent 
to talk 


care of 


Cal 
intervals, we didn't 


His wite 


tickets on 


have to him about it 
took that 
One problem was the department's 
Pat McGinley. No man 
he m ide a 
rangements to tickets 
nto the pot under his own name 
for the 
Lady 


for us 


lone bachelor 
contest 


his 


tO muss oul on a 


put bonus 
An additional “plum Win 
the Lucky 

contest the honor of 


official hostess at a company-wide din 


ning wife in sales 


Was serving as 


ner and dance given to close the con 


test 
that the 


the new car draw 


this dinner-dance 
for 
ing was the highlight of the even 

With the spotlight on the bowl cor 
taining the car pool tickets, three wer 
Ihe holder of the thir 


ticket the honors ind 


It was at 


wives sparkled 


drawn out 
last 


the car 


Ihe winning wife 
Schiller, held 25 tickets 
pool out of a total of 12 
fo dramatize the event 
was parked in front of the club wher« 
the company held its wind-up 
and its keys given to the winner: 
¢ Gimmicks—During the 13 
the distributor more 
on the the 
through frequent the 
Lucky Lady” in promotion material 
and all correspondence relating to the 
event 


and got 
Mrs Miltor 
for the car 
5 in the pot 
the new cal 


part 


wee ks 
focused interest 


part in 


use ol 


nt 
mtest 


wives 
name 


An effective psychological gimmick 
tacked the Shankle 
was the stipulation that each week the 
of the $50 bonus for makin, 
percentage 


onto contest by 


winner 


the greatest record above 
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his quota should have the check pre 
sented to him by the 


Thus the 


somewhat dr 


salesman 


ran second second-high man 
amatically 


the 


reminded 


that he are 


was 


mussed carning 


bonus himself and the average second 


man made better record the follow 


ing week 
A bulletin board titled 
the 


mans 


Lucky | 


C ontest carried names olf 


quota and his 
week A col 
showed the percentage ot his 
week 

The board was carried torward 


tabulatin 


Cae h 


salesmen 


sales tor each mn als 


quota he 


made each 


mediately afte 
Ww eekly 


all salesmen could see 


sales and percentages so 


the cumula 
tines 


the 


forward on 


and how 
the 


all totals went 


results of the drive 
stood with others. At close of 
final week 
the board to give a graphic picture of 
the complete contest 

e Up and Up—As an 
created the 
Shankle Co.'s sales 


ove 


that 


uned im 


indication 
the contest sust 
terest of Perry 

the pe 
quot 
ist week of 
Shankle atts 


continued 


rcentages Of exces 
wed higher the 
the 


much of 


mitest than in 


the 


hirst week ibutes 


the interest to wives 
tickets on the car 
in all depart 
xceeded thet 
the last week of 
exceeded thei 


stn) 


sho wanted more 
Of the | 
ments iS of 


veekly 


the 


salesmen 
then 
is dur ne 


I hree het 


quot 
contest 
cent 


juotas by 


per 
ich 

According to president Shankk 
lot but there 


improvement Im the 


the contest did help a 
for 
department,” he 


tll room 
explains 
making 
same applied to 


nce depart 


electrical 


smen were not 


ind the 


the sak 
cnough ills 
degree in the ippl 
They were 


concentrating on Casy 


1 lesser 


ment weet-hearting too 


much to-sell 
ing accé They weren't 
cnougl me to smaller ac 
The 


more 


devoting 


counts and prospects electrical 


salesmen did call on small ac 


ints bu contest also made 


steam into selling theu 
ug buyers 

e Thanks to Wives 
sell a pile of merchandis« 
the the 


test he a gri 


But—we did 
ind that was 
whol 
Wi 
thanks fo 


basic purpose of con 
with 


small 


says owe 


the vote 


ladies m 
that 


ity 
- 
7 
| 
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IN MANUFACTURING: 5 


| IN NON-MANUFACTURING: 
| Autos, steel lead the upward porade . . . 


Rails are up, mining and utilities down . . 


1954 1955 1956 CHANGE 1954 195 13 
INDUSTRY ACTUAL* ESTIMATED* PLANNED 1955-56 INDUSTRY ACTUAL* ESTIMATED® PLANNED 1955-56 


0a! 


tron Ore (3 
Non-ferrous 12 WZ 4 5 Rubbe 131 152 188 +24 


Non-metallic (4 


Food & Beverages 65 Of 3 + 
Other Transportation & F ood 534 ll $51 + 8 
Communications 2,%4 3,143 3,647 +f Beverages 231 1% 192 - 2 
i Textiles 331 331 363 +10 
Electric 2 Gas Utilities*** 4,219 40 Miscellaneous Manufactur ir 93 076 +24 


Commercia 379 71 668 ALL MANUFACTURING 9.039 9,299 12,090 +30 


of Commerce-S.— C -McGraw-H 


* Dept 


** 1954 estimated by Petroleum Dept _ Chase Manhattan Bank United States Department of Commerce; Securities & Exchange Commission 
*°* 1956 based on ELECTRICAL WORLD and American Gas Ass uvey Chase Manhattan Bank (1954 only); 


McGraw-Hill Department of Economics 


1) Does not include bonus payments for leases 
cludes o1! pipelines: does not include gas pipeline ded under gas 


3) Excludes taconite 
4) Excludes mining by 


Your Industrial Customers 


@ American business now plans to spend 13 per cent more for new plants 


and equipment in 1956 than in 1955. This is the largest increase in planned 


capital spending since 1951, when plans were boosted to meet the Korean 


War emergency 


© Manufacturing companies plan to increase capital spending 30 per cent in 


1956—by far the largest increase reported since just after Korea 


@ Survey results indicate that the new boom in capital spending may carry on 


into 1957. A large proportion of reporting companies expect to equal or to 


exceed their 1956 expenditure the following year 


© Companies in almost every field expect sales to rise in 1956. For manufac- 


turing as a whole, the anticipated increase is 7 per cent. Optimism on 


sales was more widespread than in any recent survey 


By The McGraw-Hill Department of Economics 


ELECTRICAL WHOLESALING—December, 1955 


ees MIL LIONS OF DOLLARS 
MILLIONS OF DOLLARS 
PERCENT 
Petrol adus 
19 eum industry** $4,850 $5,026 $5,320 
transportation (2 3,800 + 6 865 $1488 
_ p on (2 350 305 80 ous Metals 209 3 493 5 
Refining ‘ 8 Machinery 69 +6 
Market 300 28 825 +13 0 
arket ing 350 350 13 Electrical Machinery 439 449 507 
ansportation Equipment 
Mining 396 358 
e1 Metalworking 630 680 
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BUT INDUSTRY EXPECTS A LEVELING-OFF IN SPENDING DURING 1957 


MPANIES ANSWERIN 


Spending Plans for 1956 


N EVERY line of manufacturing, 

companies are planning higher ex 

penditures next year. The largest 
increases are in primary metals, in the 
chemical industry and in the auto- 
mobile industry. 

Expansion is starting again in the 
same lines that added so much capac- 
ity during the Korean War boom. The 
steel and non-ferrous industries par- 
ticularly added what was then thought 
to be a large amount of reserve capac- 
ity. And their expenditures for the 
past two years have been at reduced 
levels. But now these companies are 
planning new and large 
spending—72 per cent for 
54 per cent for the non-ferrous group 

The chemical and 
fining industries, which also built con- 
siderable defense-supporting 
in 1951-53, then slackened in 1954-55 
now plan to boost expenditures sharply 
in 1956. Planned 
per cent in chemicals and 13 per cent 
for oil refineries. Paper 
companies are 
higher outlays 

In all these lines, companies report 
that capacity is tight. The expansion 
of civilian demand has been 


increases in 


steel and 
petroleum re- 


Capacity 


Increases are ad 
and rubber 


scheduling much 


also 


greater 
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than the old defense 


And further large sales increases are 


requirements 


expected in the near future 

e Continuing Automation— In 
working, the picture is dominated by 
the tremendous program of the auto- 


metal 


mobile industry. The major automobile 
companies plan substantial expansion 
as well as new 


of facilities next year 


equipment to produce restyled cars 


for 1957 and continuing automation 


of production. The planned increase 
of 68 per cent will bring spending to 
billion 
single manufacturing industry 
previous 
billion in 


$1.9 This is the largest total 
for any 
and 


expenditure of 


record 
1954 
[hese figures do not include special 
jigs and fixtures. Spending 
metalworking lines 


autos 
$1.3 


exceeds 


tools, dies 
in the other 
machinery and electrical machinery 
will be up, but 
equal to the peak expenditures made 
3 


major 
plans are not yet 
in 195 

The food and textile industries are 
capital 
In food proc- 
continues a long-term 
growth But in textiles, it is an 
upturn after several years of curtailed 


planning moderately higher 


if 
ex pe nditures next year 
essing this 


trend 


capital spending 


e Other Industries’ Plans 
leum 
total spending 6 per 
Expenditures for new oil well drilling 


The petro 
industry expects to increase its 


cent in 1956 
and other production equipment will 


be up 6 per cent, according to this 


survey Expenditures for the refining 
sector will be up 13 pel 
marketing However 
pipeline construction is scheduled to 


1956 


cent and 


per cent new 


decline in resulting in lower 
expenditures for the 


division of the industry 


transportation 


industries are 
next year 


The mining 
spending by 15 per 
The 
mining 
penditures 
(These figures do not include expendi 
tures by the 
plants to treat taconite and 


cutting 
cent 
drop is mainly in non-ferrous 
Coal 


will be 


and iron mining ex 


about the same 


iron mining Companics 
for new 
other low-grade ores. Complete figures 
on such plants are still not available 
But on the basis of figures reported by 
companies in this appears 
that expenditures for treatment plants 
may run as high as $200 million per 
1955 and 


survey if 


ycar as an 
1956) 


Railroads 


average for 


boost 
Continued on pege 100 


plan to capital 
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MAIN CONTACTS 
are the first 
fo oper. 
Currerth +s 
shunted 
througer = 


MAGNETIC AiR CIRCUIT BREAKERS normaly pave 
contacts fo absore any These conracrts are relarive/ly 
(nexpems(ve Casy Yo replace, while changrrg Fre 
contacts wou/ad be costly. 


Bimmeta/l element Contacts 
TIME DELAY vs usually 


wntroddced bY ar 
dash por. Trigger rrorm- 
ally helds contacts 
closed; cor/ erler- 
caker Osc 

ar ord of core ad- 
heres to of 
cup. current be- 
comes excess/ve, pul/ 
of cor/ core 
gradually weakeris 
cohes/or? betweer7 
asc off cup 
Affer preser 
1/8 
Core 1s pulled up, Aits 
trigge,, sprirsg 
7o oper 


THERMAL AIR { Operating hand/e ?) 


CIRCUIT BREAKER. 

uses bimmetal strip which 

bends u, excess/ve 
current, aserigages 
contact and permits WY 


spring to break circus? 


Breaker 
direct ) 
777; 
OIL CIRCUIT BREAKER 
up to 2500 vo/ts of sma// 
YY current-carry(ng 
Yy be mounted 
switthbeoara. Larger 
“up TOM Oper- 
SMALL BREAKER UNITS, ating handle, connected 
magnetic and fherma/, mechanically by rods 
are prade for and cranks. Contacts 
(119 inte complete cir- are madeand brokers Moving ~ 
cult breaker parelboards under of/ for Phoreugh Contact 
or foad cerrrers. (Merch ef arc. 
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Pinpoints the Information You Need on... 


By W. J. Novak 
and J. F. McPartland 


ARTRIDGE fuses are also made 
in time-delay types, both renew- 
able and non-renewable fuses. A 

typical non-renewable time-lag fuse is 
made up of three elements in series 
within the fuse housing: 1. a heal coil 
at one end, 2. a spring-held center strap 
of copper; and 3. a fuse link at the 
other end. The heat coil and spring- 
held strap will act as a thermal cutout 
and will handle light overloads up to 
500 per cent of the rating of the fuse 
The fuse link will handle overloads 
above 500 per cent of the fuse rating 
On light overloads, the heat coil heats 
up and passes the heat to the spring- 
held strap. The heat then melts solder 
which holds the supporting spring in 
place, opening the fuse. Since the 
heating action takes considerable time 
to melt the solder, a time-lag is intro 
duced into the opening. On 
overloads, the fuse link will open im 
mediately 

e A renewuble type of 
cartridge fuse contains a special fuse 
link which has a time-delay 
opening under overload. The time-lag 
is caused by the construction of the 
fuse link. On a short circuit 
opens instantly 

High voltage fuses for circuits over 
600 volts are designed for safe inter- 
ruption of current at the high voltage 
One type of high voltage fuse has the 
fuse link immersed in oil. This is the 
oil fuse cutout. Another type of high 
voltage fuse utilizes a tube lined with 
boric acid to squelch the arc caused 
by opening of the fuse element 


heavy 


time-lag 


before 


the fuse 


Circuit Breakers 

In addition to fuses, circuit break- 
ers are devices which find widespread 
application as circuit and equipment 
protective devices. A circuit breaker is 
simply a switching device which will 
provide automatic interruption of cur 
rent flowing through it when the cur- 
rent conditions are abnormal. And it 
will accomplish this action without 
damage to itself. A circuit breaker 
mechanism is set to interrupt the cur 
rent at a particular overload value 
and it can interrupt short circuit cur 
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Protective Devices-—I| 


rents. A switch can interrupt its load 
current but not short circuit current 

The automatic circuit-opening ac- 
tion of a circuit breaker may be ob 
tained in several ways: by thermal 
release, by magnetic action, by some 
combination of thermal and magnetic 
or hydraulic principles. Relays are 
used to obtain opening action in elec 
trically operated breakers; simple re 
lease devices are used in manually 
operated breakers. 

Circuit breakers are available in 
wide range of sizes for many applica 
Small breakers for 15, 20. 30 
and 50-amp branch circuits are widely 


tions 


used today in service entrance equip 
ment for homes and in distribution 
panelboards as control and protection 
against overload for many types of 
circuits. Many large breakers are used 
for controlling large power loads. CB's 
used for branch circuit protection are 
constructed to prevent tampering 
with the current trip point or chang 
ing of the time required for opera 
tion. Such units are of the air break 
type or oil-immersed ty pe Air circuit 
breakers mav be of open construc 
tion for use in switchboards, or of the 
enclosed unit construction for use in 
panelboards or individual mounting 

e Thermal type air circuit breakers 


are used primarily for protection 


avainst overcurrent. Complete protec 
under-cur 


against overcurrent 


rent. reverse current, reverse phas« 
ind low voltage is generally provided 
by magnetic type breakers. A typical 
thermal ACB (air circuit breaker) 


operates on the principle of expansion 
When current 
n excess of the unit's rating flows 
through the metal, it expands and 
opens the circuit. In some CB's the 


heat is provided by 


of metal when heated 


a separate heater 
element and transferred to the metal 
Usually, such units are the large frame 
sizes and incorporate a magnetic trip 


levice for short circuit conditions 


Thermal ACB’s provide overload 
protection at voltages up to 600 volts 
ic and 250 volts dc, from 10 te 600 
amperes. These units are generally 


plastic encased, are trip free of the 
handle and can be mounted in anv 


position 


Thermal breakers for panelboard 
mounting are made in one two- and 
three pole units ip t sn ampere size 
Multi pole breakers have a single om 


mon handle, and overload on any pole 
opens all of the contacts. Therma! 
breakers are also made for mounting 
These are 100, 225 


and 600-amp sizes of breakers, in two 


n switchboards 


and three pole units, for use on feed 
Breakers of 
ilso commonly used in 


ers or branch circuits 
these sizes are 
individual enclosures 

© Magnetic air circuit breakers pro 
vide opening of their contacts, when 
current exceeds the rated value ny 
means of a magnetic coil or solenoid 


ACB has three 


sets of contacts: one set for the mat 


Generally, a magnetic 


current flowing through the breaker 


secondary contacts which open after 


the main contacts opened; and the 
arc contacts which a ist to Open 
Contact n these breakers receive 
heavy dut\ operation nd are eth 
solid silver or silver composition 
Magnetic breakers ire used on 
heavy mains, on large feeders, as tx 


breakers and other heavy duty ipp! 


Typic il tic bre ikers 
made for voltages ip to 600 volts 

nl 750 volts ck mn current ranges 

up to 6000 amperes ac nd 10,000 


amperes dc. Small magnetic breakers 


ire widely used up tk 460 volts, SO 
imps ac and up tk $0 volts de, and 
re made for panelboard mounting 
ral tion like the 

thermal breakers described 
e Oi circuit breakers ar 


type of cunt br k made for hotl 


na } nret 
¢ ( 


inothe 


ndoor 1d outdoor applications. In 
submer red 
chon 
when pening. Outdoo OCB's are 
ised for protecting high-voltage trans 
mission and distribution lines ind are 
mounted in weatherproof enclosures 
Indoor of B Ss are used on high volt 


age equipment and distribution lines 


Typical ratings on oil circuit break 
ers are 200 to several thousand am 
peres; voltage ratings up to 290 kv 
typic il units at SOOO volt 7500 volt 
ind 15.000 volts. Two three- and 
four-pole units are available with rat 


nes from kva in 


terrupting cap t Oi circuit break 
} oper ited or con 


troll d hy tri olenoid 


ers may be manually 


peratior 
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It Takes Many Techniques 


ELLING a dealer-customer on buy- 
ing electrical housewares is a job 
in itself. And it is a personal prob- 

lem to salesman Charles Cohn, of the 
Providence Electric Co., who strives 
to sell each customer individually. 

Much more is involved in selling 
than merely visiting accounts regularly 
0 see what they need, Cohn explains 

It's the extras you can pull out of 
the bag and give the customer that 
count.’ 

Cohn believes that too many sales- 
men attempt to sell each outlet in the 
same manner. His plan of selling lies 
in a flexible program, which he has 
been able to put into operation suc 
cessfully in nearby Newport, R. I., one 
of the most profitable areas which 
this apparatus and supplies-plus house- 
wares salesman visits once a week 
* Quantity Sales—One merchandising 
technique is tied-in with the quantity 
sale of housewares by the dealer. For 
instance, Providence Electric pur 
chases several electric trains each fall 
which are sold at a large discount when 
a dealer buys items on which he can 
realize a good profit. The plan is made 
available so that the dealer can give 
t train free to a customer who makes 
a large purchase. Here, the consumer 
will receive a free item which, in turn. 
can be given away as a Christmas or 
birthday gift 

Cohn is proud of one technique he 
uses which, he says, gains the confi 
dence of his customer. When selling 
t dealer an item not carried previously, 
the salesman refuses to sell more: than 
two ata time 

explains that this amount will 
wive the dealer a fair knowledge of 
how the sales will continue. “The 
dealer isn't overstocked,” Cohn Savs, 
and if the item doesn’t move, he will 
not have tied up money unneces- 
sarily 

Some months ago, a Christmas plan 
was put into operation at Providence 
Electric. By this program, if the cus- 
tomer agreed to stock any type of 
traffic appliances for the holiday. he 
would not be billed until December 
¢ Favors Given—But Cohn does not 
believe that selling techniques alone 
are the answer to successful selling 
Periodically, he asks: “What am | 
offering the dealer that my competito: 
ien’t?” 

[he answer? “It’s the favors we 
provide,” he explains. “Most are small, 
but Newport is a friendly town, and 
a dealer will tell others about the serv- 
ice you gave him. We must know our 
accounts better. With our flexible pro 
gram, it is up to us to help the dealer 
do a better job.” 


60 


ors for Guy 
(right), Charles Cohn “broke” into the utility field. For 
several months he visited the Newport Electric Corp. with- 
out receiving an order. Eventually, after providing re- 
placements for broken items and servicing houseware 
goods, orders for small appliances were forthcoming. 


CONTRACTOR At present, most of the orders from 


a Newport electrical contracting 
firm are for electrical supplies. However, Cohn is trying to 
sell electric housewares to the company, in return for 
which he will help pay for the cost of advertising the 
products in the local new spaper—another service provided 
by Providence. Ordering fuses and bulbs is Larry Shea. 
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FURNITURE STOR Cohn has found that in this 
field, television sets do not 
move. Although furniture outlet officials believe appli- 
ances are a necessary evil, it is a fast market, and the 
Providence Electric salesman has successfully stressed to 
Dick Dormer (above) the importance of maintaining an 
adequate stock of traffic goods for the consumer. 


APPLIANCE STOR A name brand is the ap- 

pealing factor here. Cohn 
says that appliance dealers will sacrifice profit for volume 
with a “leader.” Store owner Mario Berluti discusses the 
price of electric shavers, broilers and television sets with 
Cohn. Here again, if a quantity purchase is made, Provi- 
dence will absorb part of the advertising cost. 
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A Housewares 
Sales Story 


JEWELRY STOR In this market, the dealer is 

interested in a high mark-up 
—as much as 40 to 50 per cent. Because one manufacturer 
of radios handled by Providence Electric does not set a 
factory list price, Cohn “pushes” this line so the jeweler 
can set his own list price. The program has proved suc- 
cessful with Jordan Feinstein, who orders radios regularly. 


This is on outlet which 
Cohn is developing. Once 


MARINE EXCHANG 


a week, he visits both the United States Naval exchange 
and the Marine exchange, at both of which he receives 
orders for traffic appliances. The Marine exchange is oper- 
ated from a service recreation fund, and Cohn eventually 
wants to get to check inventory for M/Sgt. Ed Carter. 
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Powerful G-E 
Promotions Feature 
White Bulbs, Sunlamps 


70 HELP SELL 
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Be sure your dealers are stocked with a complete line of G-E bulbs 


These G-E promotions are timed to take full advan- 
tage of the after-Christmas lull. Almost everybody 
needs light bulbs at this time of year when lights are 
burned longer. G-E Bulbs are a profitable item to 


display and push. Be sure your dealers are stocked 


with a complete line—ready to cash in on extra 
impulse sales. Help them boost their sales of a// 
types of bulbs with window and store displays. Large 
Lamp Department, General Electric Company, Nela 
Park, Cleveland 12, Ohio. 


Progress /s Our Most /mportant Product 


GENERAL ELECTRIC 
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An Index of Articles 


Sales Training 
Now They Use 
Their Own Short Course in Selling April, p. 60 


Providence Electric used to send new salesmen out 
cold, but not anymore 


You Can't Make Gold— 

But You Can Polish It! May, p. 76 
Graybar’s Herb Metz—a salesman’s salesman—speaks 
up on selling and training 


Salesmen in Action 


After Thirty Years’ Service—What? Feb., p. 37 
For Cadillac Electric’s seven 30-year men, it’s only 
the beginning. 


‘Selling Fans Is My Professional Hobby’ Feb., p. 41 
Salesman Duke Garland’s six-year “‘sideline” boosted 
fan volume 500 per cent 


Help Your Dealers Move Those Fans Feb., p. 44 
Salesmen at Eaco., Inc., aren't satisfied until fans are 
in consumers’ hands. 


Something New in Gifts for Customers Mar., p. 40 
Here's salesman Howard Kennedy's answer to, “How 
original can you get?” 


You Can Sell More to Utilities April, p. 50 
Salesman Aertker shows how he develops bigger sales 
to the utility market. 


He Rides the Rural Circuit May, p. 72 
Here’s how salesman Bill McMahan is building volume 
from small accounts 


Selling-Up the Builder June, p. 37 
Hoffman Electric’s Joe Shinsky gets in on the residen 
tial market’s ground floor 


Breaking In a New Territory Aug., p. 37 
Here’s what it means for South Bay Electric’s veteran 
salesman, Joe Ball 


Industrial Maintenance Is His Business Sept., p. 67 
Always “on call,” Ed Markewicz sells service—and 
profitable good-will. 


How He Made Himself a Top Salesman Oct., p. 53 
Beginning in the back, Dave Liess has built himself 
into a top Teal Salesman 


He's Building Volume With Built-Ins Nov., p. 61 
How Hartman-Spreng’s George Carl adds 5-10 per 
cent to his sales 


“Concentration System” Is 
Cracking Tough Industrials Dec., p. 38 
Salesmen are scoring heavily with Electrical Supplies’ 
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Here's a listing of all the articles that appeared in Electrical Whole- 
saling in 1955. Why not clip it and keep it handy for easy reference 
when you're seeking particular answers to your selling questions? 


planned selling program. The system provides salesmen 


with in-the-field strategy for tough customers 


He Shoots for Specialty Lighting Dec., p. 42 
Salesman John Adler turns a tidy profit on specially- 
designed installations 


How Much Service Went Into This Sale? Dec., p. 46 
Brady Supply’s down-the-line customer service policy 
pays off in a big way 


It Takes Many Techniques to Sell Many 

Customers Dec., p. 60 
Here’s how versatile Charles Cohn sells housewares 
customers individually 


Sales Ideas 


$100,000 a Year from Hardware Stores Jan., p. 62 
4 close look at a relatively neglected market for the 
distributor's salesman 


What Makes for Successful Selling 


Of Built-in Electric Heat? Mar., p. 44 


Roden Electrical Supply's initiative has developed a 
$220,000-a-year-market 


New Branches Are Old Stuff Mar., p. 48 
Mass Gas’s sixth branch features lots of display, lots 


of local service 


One Lighting Sale Sells the Next April, p. 46 
Nassor Electrical Supply sells industrials on keeping 
up-with-the-Joneses 


“Survival Through Modernization” July, p. 37 
How Rockland Electric helps merchants fight shopping 
center competition 


Split-Level House July, p. 47 
Harrisburg’s Fluorescent Supply is set to sell lighting 
from a new building 


Built on Flexibility Aug., p. 61 
[hat’s the new headquarters of West Philadelphia Elec 
tric Supply Co 


“Channeling” Customers to the Counter Sept., p. 70 
Boggis-Johnson is attracting more counter customers 
via “flow-chart thinking.” 


Scheduling Speeds Order-Filling Oct., p. 56 
Co-Op Electric applied mail-order techniques—and 
got customer satisfaction 


13 Ways to Make Time Work Harder for You Oct., p. 62 
Schedule, shave and trim your day's activities—and 
find new profits 


Flood, Mud, And Your Business Oct., p. 67 
\ 16-page special report on how distributors dealt 
with sudden disaster 
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Heavy-duty relay 


in small space 


This new CLARK Type “PM” Control Relay introduces a new concept in 
relay design: Sectional Pole Construction 


In this new relay, each pole is contained in its own melamine housing, and 
any individual pole can be removed or replaced from the front without dis- 
turbing the others. A short circuit is confined to a single pole and will not 
lestroy the whole relay. Wiring terminals are on the front, and all main- 
tenance including coil changing, pole or magnet replacement, is also from the 
front—without removing relay from panel. Contacts are quickly and easily 
onvertible from normally open to normally closed and vice versa—from the 
ont. Range of models provides relays with 2 to 12 poles. Exclusive design 
allows more contacts per square foot of panel space. In addition to the many 
advantages of SECTIONAL POLE CONSTRUCTION, you get a heavy-duty 
relay in small space 


fr 


For complete informetion write to 


CLARK Ee) CONTROLLER Company 


Eng recred Electrical Control 1146 East 1S2nd Street Cleveland 10, Obie 


N CANADA CANADIAN CONTROLLERS. LIMITED @ MAIN OFFICES AND PLANT. TORONTO 
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index of Articles (Cont., “We Humanize Our Credit Relations” 


of 1 per cent in 10 years 
They Got the Most Out of Their Move 
More service from less space 
Loeb Electric’s new house 


Nov., p. 64 
that’s the formula at 


Are Factory Salesmen Bulls 
In Your China Shop? Dec., p. 44 
Here’s what makes factory men liked or lambasted by 
distributors’ salesmen 


Sales Promotion 


They Proved Contractors Can Sell Fans 


This Novel Sales Contest 

Got the Wives Into the Act Dec., p. 54 
Perry Shankle Co.'s “Lucky Lady” contest drew plenty > > 
of home support. 


Traveling Tag System Ends Overstocking 


Sales Management 


NAED’s Executive Director 


to day-to-day sales 


Breaking Through the ‘Invoice Barrier’ 
Looks at 1955 Jan., p. 57 - 
, Elgee’s new copying machine furnished 
Yardstick question for "55: “Will it be a profitable vear . : 
os plus many extra benefits 
tor the industry 


Ihe Mechanics of Successful Direct Mail Feb., p. 50 
Here’s how H. N. Crowder is set up to make the most 
of its direct mail 


Survey Reports 


Annual Outlook and Review 
A three-part presentation that sums up 


The Vital Link Feb., p. 59 
4 12-page analysis of your role as the vital link in 
the chain of electrical distribution; it underscores its 


serious weaknesses and suggests corrections 


pects and ‘54 sales 


He Rides Herd on Credit Risks Mar., p. 36 
How Southern Electric's account watcher holds a tight 
rein on contractors 


Your Customers Are Still On The Move 


from tomorrow 


Dating Plans for Housewares: 
A Good Thing Going Wrong? 
Extended terms on small appli ince 


Your Industrial Customers’ Spending 
April, p. 54 Plans for 1956 


dating are 


causing 


serious problems lays for next year 


They Use Net Price Sheets— 
Printed in Code May, p. 80 
Akron’s Hardware & Supply's unique system simplifies 
paperwork, insures profits 


industry Promotion 


The Curtain Goes Up on CLP 
A look at the Certified Lighting Prog 


underway in Providence 


Pinpointing Your Distribution Costs May, p. 83 
New NAED chart helps you to calculate gross margin 


Mr. Brown Builds His Dream House May, p. 85 
Raybro’s new Tampa headquarters is more than brick, 
mortar and modern desig: 


Chicago Adds Five New AW ‘Stars’ 


The Basic Dimensions of Your Industry May, p. 101 


A 12-page special section that sets down the vita 


measurements of typical electrical wholesaling estat 


gram takes in all markets 


New Idea That Gave AW New Life 
How Kansas City distributors breathed 
ts dying AW campaign 


lishments by nation, regions and states 


The Making of a Good Counterman June, p. 40 
Here's the training that brought Bill Keffer up to 


Schaedler Bros.’ counter 


Three Hours In the Life 
Of a Traveling Sales Manager July, p. 40 
How Englewood’s Eddie Annixter makes fast, thor 
ough check of Gary branch 


Ihe REA Co-Op Market 


Handling Complaints—A Salesman’s Job? July, p. 42 
Here's One distributor sales manager's answer to 
thorny question 


REA co op m arket 
that 


The Electrical Distributor 
And the Electronics Market 


How They Broke Their Traffic Strangle Aug., p. 40 
Doubleday-Hill’s new drive-through has virtually elim 
inated its traffic problem 


ten-year selling experiences 
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Where your industrials may be moving to 


4 long-range look at American industries 


Product and Market Studies 


dustrial electronics market, based on one 


Dec., p. 49 
American Electric’s credit policy has cut losses to 


Feb., p. 44 


Morristown Electric’s contractor-support plan doubled 


Warehousing and Office Procedure 


Mar., p. 42 


Atlantic Electric Supply's purchasing is directly tied 


June, p. 42 
the impetus 


Jan., p. 39 


sales pros 


Sept., p. 84 


or comin 


Dec., p. 56 


dollar ou 


Mar., p. 52 


im as it gets 


Aug., p. 46 


Culmination of much planning, this Better Wiring Pro 


Nov., p. 70 


new lite nto 


Mar., p. 54 


A six-page analysis of what it takes to sell the growing 


April, p. 37 
An eight-page study of the automation-stimulated in 


wholesaler 
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Index of Articles (Cont.) 


REA Borrowers: 

Survey of Plans, Loan Needs April, p. 136 
Here’s the size of the REA market from now until 
1960. 


The Signaling Equipment Market: 

It's Bigger Than You Think June, p. 48 
A nine-page market section with four successful dis- 
tributors’ case studies 


Selling Electric Heat Aug., p. 51 
A nine-page picture and word analysis of Inland’s 
success in this field 


‘A Tale of Two Cities: 

How Distributors Are Pushing CLP Sept., p. 76 
4 seven-page report on how distributors are sparking 
Certified Lighting 


That Crazy, Mixed-up Business Sept., p. 91 

A 12 page special report on where you stand in the 
residential lighting market 


The Electrical Distributor 

And the OEM Market Nov., p. 91 
An eight-page special report on where you stand in 
this controversial market 


Meetings 


SEWA Meeting Explores 
Better Industry Relations Mar., p. 64 
Adequate power wiring, certified lighting plans were 


ilso big topics 


This One Had Them All Beat By Far April, p. 66 
A report on the enthusiastic 11th Annual AW Con- 


ference in Chicago 


NAED Convention Program May, p. 156 
What's doing and who's speaking at the 47th annual 


convention 


ELEWA Enjoys Its 

25th Anniversary Dinner-Dance June, p. 61 
\ camera’s-eye view of the association’s big social 
event 

Strictly New-Style July, p. 54 
\ ten-page, personalized report to you on NAED's 
47th annual convention 


Bigger Show Coming This Year July, p. 64 
That's how the EEWA-sponsored 3rd Nationai Elec- 
trical Industries Show looks. 


Profit Famine in the Midst of Plenty Nov., p. 75 
Speakers pulled no punches at NAED’s Pacific Zone 
Convention 


They're Off to a New Start Nov., p. 78 
After 24 years, the Missouri River Club comes back 
stronger than ever 


Big Show of the Year Nov., p. 80 
That was the 3rd National Electrical Industries Show, 
held in New York. 


Plenty of Fun... And Powerful Words Nov., p. 84 
They characterized the 26th annual meeting of Lake 
Michigan Club 


Men You Should Know 


E. D. Knight Jan., p. 61 
Virginian Electric’s man of many interests—always a 
winner. 


The Salesman’‘s Technical Notes 


Jan., p. 58 
Feb., p. 52 
Mar., p. 62 
April, p. 64 
May, p. 94 
June, p. 46 
July, p. 52 
Aug., p. 48 
Sept., p. 88 
Oct., p. 64 
Nov., p. 72 
Dec., p. 58 


Alternating-Current Motors—Il 
Transformers—I 
Transformers—lIl 
Transformers—Il 
Motor Controls—I 
Motor Controls—IlI 
Rectifiers 

Converters 
Switches—I 
Switches—IlI 
Protective Devices—I 
Protective Devices—II 


Editorials 


The Drive for New Markets 
The Famine Worsens 

Double Danger 

A Cold Spring? 

What Makes The Difference 
How To Sell Your Importance 
The Convention—Some Observations 
A Big Leaguer Now 
Lighting—In Perspective 
Something (Else) of Value 
Only One Direction 

Who's Your Engineer? 


Spotlighting Your Markets 


Bakeries 

Hotels 

Printing 

Laundry-Dry Cleaning 
Meat-Packing 

Bottling 

Paper 

Restaurant 


* Appears in two categories 


In the Works for ‘56 


How a Sales Engineer Backs Up Outside Sales- 
men. 

“We're Sold on Self-Service.” 

“We're Sour on Self-Service.” 

What Distributors’ Salesmen Should Know 
About Sound Systems. 

How One Salesman Sells Ventilating Fans All 
Year-Round. 

Selling Electric Heating in An Expensive Rate 
Area. 

Selling Electric Heating to Schools. 

How Distributors Feel About Manufacturers’ 
Local Warehouse Stocks. 
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Multiple-m« sh filters now make Pryne Blo-Fans and 


another Easy-to-See 
Easy-to-Sell Feature Aerofans even casicr to clean — more popular than ever 


before! Simply snapping in behind the grill, the washable 


filter keeps blad« and motor cleaner 


Available as a separate unit, filters are available for all 


models except Blo-Fan No. 206 


rhymes with FINE 
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TANDEM BLADE 


15 AMP—250 VOLTS 
3-WIRE GROUNDING DEVICES 


CAT. NO. 1909N 
CAT. NO. 1909 


CAT. NO. 696 


NO. 670V NO. 672V 


For installations where grounding is required in ac- 
cordance with the New National Electrical Code, 
RODALE offers this complete line of 3-wire grounding 
type devices. Incorporating top-quality materials and 
rugged construction these new heavy duty industrial 
devices are designed for dependability and trouble- 
free performance. Available in a variety of materials 
and styles, there is a RODALE receptacle, cap or 
cord connector for every grounding device application. 
RODALE also manufactures a complete line of 125 
volt parallel blade grounding devices. Detailed infor- 
mation on both of these popular lines is available on 
request. 


Sold only through Electrical Wholesalers. 


MANUFACTURING COMPANY, INC. 


EMMAUS, PENNSYLVANIA 
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B-M 21B, THE NEW INSULATED THROAT 
INDENTER 
CONNECTOR 
FOR E.M.T. 


We. Way 


Protruding rounded red plastic lip 
of bushing prevents cutting of 
insulation — eliminates shorts 


Full thread screws into all conduit 


fittings. Lip of RED THROAT bushing 
protects thread from damage 


Deep dished eight pronged lock 
nut is easier to drive on— screws 
flush to shoulder and digs into 
metal of box for vibration proof 
positive ground 

Permanent locked-in bushing in- 
sures smooth burr-free raceway 
for easy fishing. No extra work 
and costs no more 


Briegel, the Original Indenter Fittings are neater 
in appearance, easier and faster to use. Installation 
is simple and less expensive. Two quick squeezes 
sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


All B-M indenter ~ METHOD 
Fittings ore UL Approved 

concrete-tight and for general 

use (File Cord £10863). Also comply (BM ) } 

With Federal Specifications W-F.406, 


GALVA * 
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ALL BRIEGEL FITTINGS ARE U.L. APPROVED AS CONCRETE-TIGHT ied 
‘ 
Waretouse Stocks in Principal Cities for imme Delivery! 


Facts from ANACONDA—Pioneer in Butyl Insulation 


FROM SERVICE RECORDS 
FROM TESTS— 


Here’s proof you get 


GREATER OZONE RESISTANCE 
MORE AMPS PER DOLLAR... with 


ANACONDA BUTYL RUBBER 


HIGH-VOLTAGE INSULATION 


Millions of feet of Anaconda Type AB butyl-insulated cable in use. A new 
series of tests giving comparative performance data. Tests that demonstrate 
qualities that make for long life, low over-all cost. All these prove the clear 


superiority of Type AB. 


Here are actual figures you can use to judge the rela- 
tive performance of high-voltage cables. 

These are part of an exhaustive series of tests that 
clearly show Anaconda Type AB butyl insulation 
gives performance far beyond industry specification 
standards—in every important electrical and physi- 
cal property. 

Butyl rubber has inherent high resistance to 
ozone, heat and moisture. Thus compounding efforts 


ordinarily spent to obtain these qualities have been 
devoted to the development of other desirable 
properties. 

Anaconda — in 1945 — was the first to make and 
offer a high-voltage cable with butyl insulation. 
Since then it has supplied millions of feet of this 
cable to utilities and industrials. 

Read the next 3 pages for first-time facts 
and figures vital to your buying decision. 


reat 
| 
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Anaconda Type AB resists ozone cutting best— 
Tested 72 hours in ozone chamber without failure 


FAR LONGER THAN NEEDED TO PROVE ITS HIGH OZONE RESISTANCE! 


Ozone resistance is one of the more important tests 
on high-voltage cable. For ozone—generated by the 
breakdown of air under high electrical stress—is a 
tough enemy of cable at 2,001 volts and up. This 
active form of oxygen attacks ordinary rubber in- 
sulation ... causing cuts and cracks that mean earl) 
cable failure. 

Surpassing the standard industry specification 
test of three hours, Anaconda Type AB butyl 
showed no injury after 72 hours in 0.026-0.030% 
ozone concentration .. . 24 times longer than buty] 
specification requirements at the same concentra- 


tion, and 24 times longer than required in oil base 


AB 


withstood 72 hours exposure after aging without 


specific ations at a lower concentration 


evidence of damage. This is positive proof of the 
added margin of protection obtained with ype AB 

Results ol OXY yen pre ssure tests also show ( learly 
the superiority of Type AB insulation in resistance 
to oxidation aging tensile strength and elongation 


retain high values slightly below initial 


Turn the page for more data on 


Anaconda Type AB insulation 


Samples of Type AB-insulated cable bent i I ire placed in me chamber for ne-resistance test + ee 
. 


tor temperature 


400 


Current Poting - Amperes 


resistance of ibles 


issures re li ible 


KELVIN DOUBLE BRIDGE is used by laboratory technician to measure 
This accurate method of determining con- 


results 


COMBINATION MANUAL AND AUTOMATIC switchboard is used for 
control of the constant-temperature room for testing cables—from 
very cold to very hot. Such modern equipment makes Anaconda’s 


research and testing facilities the finest in the industry 


Anaconda Type AB has 22% more current- 
carrying capacity. Recommended for operation at 85C! 


TEMPERATURE 


OPERATING 


Recommended maximum conductor temperature 


Curren? ratings | 


one 


condutt 


loo 


“20 


0 


300 


Conductor Size 


m 3 


load 


i 


400 


15-KV 


factor 


85C [Type AB Spec 
(Buty! Spec 


AWG 
500 MCM 


rubber insulated cables 
ambient temperture 


7OC- Oi! Base Spec. 


Severe physical and electrical tests for long life and 
stability back Anaconda’s recommendation of Type 
AB butyl insulation for operation at 85C maximum 
operating temperature. Industry specifications rec- 
ommend 70C for oil base. Thus, the curves on the 
chart show Ty pe AB's current-carrying capacity ad- 
vantage is 22% over oil base. With Type AB-insulated 
power cables, users can now carry more current per 


circuit! 


a 
acts from A 
neer 
| 
ne 
300} 
‘ 
= 
200 
| 
— 
, = 
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0 give added assurance of peak performance — 
Anaconda sets voltage tests hi 


able 1s 


TESTER ADJUSTS CONTROLS for high-voltage d-c fa tory test In this test, 15-kv 
subjected to 106 kv for a full 15 minutes This voltage is 33% above industry requirements 


HIGH-VOLTAGE FACTORY TEST 
SPEC After 6 hours’ mmmersion 


The high-voltage factory test is made with both a-c A-C—5 Min D-C—15 Min 
and d-c on every reel of cable. To make sure it has 


highest quality, Type AB is tested at 25% above indus- 


try requirements with a-c, and 33% above industry 


requirements with d-c. 


FOR COMPLETE INFORMATION on the full series of tests, see your Acted Operating Voltoge 

nearest Anat onda ire & Cable ( ompanys representative or PCEA Bose 
= PC Buty Spe 

write 25 Broadway, New York 4. N.Y ‘ 


® 
Ask the Man from ANACON pA PIONEER IN BUTYL INSULATION 


> 
| 
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They reduce production downtime. No 
highest degree of person time is lost locating or replacing fuses They eliminate replacement costs and 
Breaker can be reset as soon as fault maintenance. First cost is the last. No 
replacement parts or fuses are needed 


They offer the 
e parts are covered 
over ts open ; is cleared 


even when enclosure 


They safely carry continuous current 
rating indefinitely Breakers must carry 
100% of load indefinitely without ex- 
feeding temperature firnits fusible switch 


They save mounting space. Require 
less space than same rated enclosed 


Frame 


Breaker 
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Circuit Breaker Protection 


They are completely tamperproof They are twice-tested 


Breaker is calibrated and sealed at the factory to insure 
the factory. @peration in the field 


They can be equipped with internally They incur low watts 


mounted auxiliary devices for under 
voltage protection, remote tripping and 
indication of circuit condition 


1-T-E Molded Case Circuit Breakers are rated through 600 volts a-c, 250 volts Sal ~ 
d-c, 10 through 600 amp. I-T-E also supplies a complete line of enclosures for \ 
all applications. Contact your I-T-E representative for profitable assistance i 
in selling these products. Or write Small Air Circuit Breaker Division, I-T- \ / 


Circuit Breaker Company, 19th and Hamilton Sts., Philadelphia 30, 


connections and silver 
tacts provide low watts loss ¢ 
out the life of the breake 


1-T-E CIRCUIT BREAKER COMPANY «+ Small Air Circuit Breaker Division 
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WHEN YOU SELL KITCHEN VENTILATION 


For 23 years Trade-Wind has been building 
performance, reliability and long life 
into kitchen and small room ventilators. 


How well we have succeeded is best 
told by the owners, builders, architects 
and dé alers themse lves u ho are 


using and specifying our products. 


Re produced below area few of 
the voluntary, unsolicited letters 

Trade-Wind has received from 
every section of the United States 

and from many for é ign countries. 


We will stand on this record. 


houses 
iced it in homes and 
of construction. 
it is the best of a 

HEM., Tulare, California 
Contractor 


"Have used t 


h 
my Specification years 


csHas been in use over 8 years “ee 
has given perfect satistactio 
RWY., Roswell, New Mexico 


"Today we installed our 300th 

Trade-Wind and we have yet 

to replace or repair one." cave i 

J.A.S., Downey, California ) stalled this ome 

Electrical Contractor R.6.C., Minneapel's 
Architect 


ur fans. | in- 
used many A ‘own home.?? 


Minnesota 


Silty Ct), Soe. © 7755 PARAMOUNT BLYD., DEPT. EW, RIVERA, CALIFORNIA 
PUSH TRADE-WIND FOR PROFIT— THEY OUT-PERFORM...OUT-LAST...AND GIVE COMPLETE SATISFACTION 
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UNIT-VERSAL® SWITCHBOARDS VENTILATED LO-x® BUS 
? WITH ADD-A-UNIT DESIGN DUCT FOR FEEDER CIRCUITS 


UNIVERSAL TROL-E-DUCT® 
FOR FLEXIBLE LIGHTING 


INDUSTRIAL TROL-E-DUCT 
FOR MOBILE POWER TUBES 


. BullDog—originators of such electrical advances as bus duct, 
trolley duct and Pushmatic circuit breakers—can supply a 
plant's entire-electrical distribution system from the point of 
power intake right down to a tiny circuit breaker on a ma- 
chine. And provide the world’s most modern, most flexible 


equipment to make it a model of efficiency. 


Think of the benefits. Electrical power distribution dove- 
tailed to today’s needs... vet planned with vision to convert 
or expand swiftly to tomorrow's requirements. Electrical 
equipment designed to work together as one system, thus 
insuring better performance, continuous dependability with 


fewer current outages, less downtime. less maintenance. For 
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FROM A SINGLE CIRCUIT BREAKER TO A COMPLETE SYSTEM— 


Recommend and supply 


PLUG-IN BUSTRIBUTION® VA BREAK DISTRIBUTION 
DUCT FOR BRANCH CIRCUITS PANELBOARDS FOR ALL NEE 


| 
MAINTENANCE.-FREE VACU ELECTR ENTER PANEL with 
BREAK® SAFETY SWITCHES PUSHMATIC® PROTECT MN 


you, it means top customer satistaction more repeat 
business. 
Suggest and sell the BullDog line for «small jobs, too, Owes 


the-counter items such as safety switches, circuit breakers 


and wire grips are all built to the same high standard of yx 
formance and dependability. 

We have the products, we have the skills, we have the desire 
to plan, provide and coordinate everything electrical in any 
plant. See a BullDog Field Engineer. Or write BullDoy 
Mich gan. for m 


formative catalogs and pricing. No charge for service or 


Electric Products Company Detroit 32 


literature, of course 


BULLDOG 
ELECTRIC PRODUCTS COMPANY is. 


A Division of I-T-E Circuit Breaker Company 


Export Division: 13 East 40th Street, New York 16, New 
York. In Canade: BullDog Electric Products Compony 
(Conedo), 80 Cloyson Rood, Toronto 15, Ontario 
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E. C. WEDELL Says... 


JASPER BLACKBURN CORPORATION 
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C. WEDELL, 
President 

Wedel! Electric 
Supply Co., inc. 
Great Bend, Konsos 


35 Madison St. - St. Lovis 6, Mo. - Phone MAin 1-2821 
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SPECIFY... 


PYLETS 


Second to none for... 


GJ SERIES ERC SERIES 


cover junction 
PYLETS with eay or- Combination push tution 
rengemen? of 


SAFETY: Explosion-proof and dust-tight PYLETS 
exceed code requirements and provide max- 
protection for personnel and property 


against fire and explosion. 


ECONOMY: PYLETS are designed for quick, 
easy installation and convenient maintenance. n ER SERIES 
2 Tumbler switches 


Rugged construction insures a long service life.  taghdleg Circuit breakers 
“4 Meter sterters 


e TAPER TAPPED HUBS 

e SMOOTH, ROOMY INTERIORS 
e QUICK ACTING JOINTS 

e DEPENDABLE MECHANISMS 


e ALUMINUM ALLOY OR HEAVY 
CADMIUM PLATED 
FERROUS ALLOY CASTINGS 


Nationally Through Authorized Distributors 


3, 


THE PYLE-NATIONAL COMPANY 
WHERE QUALITY {1S TRADITIONAL 
1352 North Kostner Avenue, Chicago 51, Illinois 
District Offices and Representatives in Principal Cities of the United St ates - Ca lian Agent: The Holder 


Export Department: International Railway Supply Co., 30 Church St. New York 


CIRCUIT CONTROLS*+PLUGS AND RECEPTACLES*LIGHTING FIXTURES*+FLOODLIGHTS 
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A MESSAGE TO AMERICAN INDUSTRY ONE OF A SERIES 


The National Merit Scholarship Corporation 


Business Offered Big Dividends 
Investment Higher Education 


Dusiens firms searching school graduates do not go *., 
for a satisfactory avenue to The McGraw-Hill Publishing Com- to college. The principal oe 
prov ide financial aid for pany is availing itself of the opportunity reason is that they do not ka 
eur collenes end universi- to establish ten National Merit Schol- have the money required 
arships. They will be known as the iy 


ties now have a new oppor- . 
PI McGraw-Hill Merit Scholarships. The 


scholarships are to be awarded to qual- 


tunity of major importance. 


To Save Unused 
Brain Power 


ing and the other professions and the lib- Pi Mestonnl Merit 


ified candidates for a four-year college 
course in the fields of science, engineer- 


It is provided by the Na- 


tional Merit Scholarship 


Corporation, which has of.- 


eral arts. There will be no limitation. 


fered to devote S88 million 


beyond the appropriate professional ac- cholarship Corporation 


to matching, dollar for dol- 


crediting, on the college or university will strive to eliminate this 


lar, gifts by business firms 


selected by a successful candidate. As dangerous neglect of top 


part of a continuing program to aid high- flicht ability. To this end 
cifts er education and educational institutions, 
ind upple mental gifts to ons le is favitine the nation’s 
McGraw-Hill is happy to be able to share 


in what it believes to be the constructive 


for ( ollege scholarships 


the institutions where the 


scholarships are used. 


The National Merit 


Scholarship Corporation, 


more than 24,000, to par 


educational endeavor of the National 
Merit Scholarship Corporation. 


ticipate in its program by 


designating as available 


an independent agency fi- candidates for National 
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nanced initially by gifts of $20 million from the 
Ford Foundation and $500,000 from the Carnegie 
Corporation, has three major purposes which are 
closely related. They are: 

1. To locate those of the nation’s young men 
and young women who are best equipped to go 
to college. 

2. When necessary, to help these young peo- 
ple go to college by giving them financial aid. 

3. To help colleges and universities meet the 
full cost of the instruction of those to whom 


National Merit scholarships are granted. 


At present about half of the nation’s top high 


Merit scholarships the top 9 percent of their senior 
classes. Those so designated are then invited to 
take a series of tests and to submit reports designed 
to assure selection of the very best talent in each 
state. The number of scholarships to be allotted to 
each state will be proportionate to the number of 


high school graduates in the state. 


The winners, the total number of whom will be 
determined by the amount of money the Scholar 
ship ( orporation has available, will be eligible for 
awards. For those who need no financial help to ge 
to college there will be honorary awards of $100 
For those who must have help the Corporation wil! 


grant scholarships covering as much as necessary 


i 
3 
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of the cost of instruction and living expenses for 


a four-year college course. 


Colleges Get Financial Help 


The provision of funds to cover the students’ 
expenses does not, however. solve the financial 
problems faced by many colleges. That is because 
the tuition charges paid by the students do not 
cover the cost of the instruction. The deficit must 
e met by drawing upon endowment funds, gifts, 
vrants, and other available sources 
(lor sequently, to prevent holders of National 
Merit scholarships from imposing any additional 
financial burden on the colleges and universities 
they elect to attend, the Corporation will make a 
upplementary grant to these institutions. The sup 
plementary will be the equivalent of regular 
tuition charges made by the school. with a top 
limit of S$1.500 a year for both the tuition and the 
supplement 
\s the scholarship grants to the winning stu- 
vary, depending upon how much finan 
they need, so will the supplementary 
from one college to another, depending 
vular tuition charges. However. it is 
that on the average the full cost of a 
National Merit scholarship—including aid to the 
student and the supplement to the college—will be 
ibout S1500 a year 
Vlany business firms will find a compelling ap- 
in a program which is designed at once to 
mobilize the nation’s intellectual resources more 
effectively and, in the process, give very badly 
needed financial help to our colleges and univer- 


sities 


Two For One Return Offered 


However, there are numerous other inducements 
to business firms to finance National Merit schol- 


at ships These holarships may 


i. Carry the name of the firm or be named 
in honor of someone designated by the firm. 

’. Be limited to use in types of colleges of 
particular interest to the sponsoring firm 

3. Be limited to a college course. such as 
science, engineering or liberal arts, of special 
concern to the sponsor 

1. Be restricted to candidates or institutions 


in geographic areas spec ihed by the sponsor 


In addition to these advantages there is a special 
financial inducement to help the Merit Scholarship 
program. It is that for every Merit scholarship a 
firm or individual finances, the Corporation will, 
up to the limit of $8 million, match the funds and 


make another National Merit s« holarship available. 


There are many good ways of helping our finan- 
cially beleaguered colleges and universities, and 
many corporations are already using one or more 
of them.* For those companies that can do so with- 
out embarrassing complications one of the best 
ways is to make unrestricted gifts directly to the 
institutions. But this new way provided by the cre- 
ation of the National Merit Scholarship Corpora- 
tion (Address: 1580 Sherman Avenue. Evanston, 
Illinois) has the broad appeal of serving two pur- 
poses of transcendent importance simultaneously. 
The purposes are to see that our best brains are 
fully trained and utilized and that our colleges and 
universities, crucial contributors to this process, 
are helped at the same time. Business will serve 
the nation and its own community well by giving 
the National Merit Scholarship Corporation gen- 


erous help. 


These, as well as the plight of our colleges and universities, 
are discussed in a pamphlet, “Business Aid to Our Colleges 
and Universities,” which embodies a series of five editorials 
which appeared in all McGraw-Hill publications. Copies of 
the pamphlet can be obtained without charge by addressing 
the Department of Economics, MeGraw-Hill Publishing Com 
pany, Inc., 330 West 42nd Street, New York 36, New York 

Methods of helping our coll d universities financially 
are also outlined and discussed in a pamphlet, “Aids to Cor 
porate Support of Higher Education hich may be obtained 
without cost by addressing tl oune for Financial Aid to 
Education, 6 East 45th Street “ 0 17. New York 


This message is one of a series prepared by the 
WcGraw-Hill Department of Economics to he lp 
increase public knou ledge and understanding 
of important nationu ide deve lopme nts that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and techni al public ations. 

Permission ts freely extended to neu spapers 
groups or indi iduals to quot or reprint all or 


parts ol the lexrt 


Aeuata C Meljra.— 


McGRAW-HILL PUBLISHING COMPANY, INC 
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ONE SWITCH BOX FOR EVERY TYPE ( OF WALL 


NEW VERSATILE RACO BOX 


FOR DRY WALLS! FOR PLASTER WALLS! 


(1) PLACE ON STUD 
(@) LINE UP MARKS 


ac (3) NAIL IT DOWN 


INSTALLED TRUE 
AND SQUARE. .IN 
A FEW SECONDS 


Line-up with § 
stud face 
for wall 
thickness 


Two Nails Will Hold! 


Five Nails For Most 
Rigid Mounting! 


Ye” WALL 


— 


Save time and money on every job with this new, versatile Raco 
No. 491 Switch Box. Self-gauging Raco D Bracket aligns box true 
and square. Bracket and box are one-piece for added strength... 
non-gangable. A roofing nail in each end of the bracket and a 16- 
penny nail through the box hold it solid for installing rock-lath 


Bracket is integral part of box side WRITE FOR FURTHER INFORMATION 


“A RACO BOX FOR EVERY NEED” 
Races 


ALL-STEEL EQUIPMENT INC, 
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Send for your FREE capy today. The 
book contains complete and valuable 
date about the U. Loytex Royal 
Master Portable Cords. it summarizes — 
the results of thovsends of scientific — 
tests conducted over the last three 
years, during which the U. S. Laytex — 
Royal Master Portable Cord was 
developed and perfected. This book : 
presents conclusive evidence that — 
U. Leyfex Reyel Master Portable 
Cords will give you unmatched dure- 
bility and efficiency. 


Write to us af Rocke‘eller 
New York 20, N. ¥. 


to 
} 


RUBBER 
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NEWS FOR THE INDUSTRY 


NEMA Elects Corey President 


* Five-day convention headlines heavy electric equipment, 
automation, labor relations, future markets. 


* Controls, regulations on municipal, state and federal 


levels slowing up adequate 


ATLANTIC CITY, N. J.—James W. 
Corey, president, The Reliance Elec- 
tric and Engineering Co., Cleveland, 
Ohio, was elected president of the 
National Electrical Manufacturers 
Assn. at the 29th annual convention 
held in this city last month. Mr. Corey 
succeeds A. F. Metz, chairman of the 
board, The Okonite Co., Passaic, New 
Jersey. 

More than 600 leading electrical 

manufacturers attended the five-day 
convention. In addition to the new 
president, the NEMA board of gov- 
ernors reelected A. A. Berard, presi- 
dent, Ward Leonard Electric Co., Mt 
Vernon, N. Y., as treasurer for the 
ensuing year, and named five 
presidents, two members of the officers 
at-large and three appointees to the 
board. 
e Four Speakers — Participating in 
the convention's business symposium 
were: Don G. Mitchell, chairman of 
the board and president, Sylvania 
Electric Products Inc.; Gwilym A. 
Price, president, Westinghouse Elec- 
tric Corp.; Hoyt Post Steele, president, 
Benjamin Electric Mfg. Co., and Rob- 
ert S. Stevenson, president, Allis- 
Chalmers Mfg. Co. 

The Hon. Carlos P. Romulo, Phil- 
ippine Ambassador to the United 
States and delegate to the United Na- 
tions, spoke at a_ special events 
luncheon. He discussed the future role 
to be played by Asian countries in 
international problems 
¢ To Double — The production of 
electric products will reach $35 to $40 
billion annually within 10 years — 
more than double the current annual 
rate, according to Don G. Mitchell 
He warned, however, that a greatly 
increased rate of mechanization will 
be necessary in meet these 
requirements 

“To meet our opportunities, we 
must depend upon broader and 
broader uses of the machine to give 
our working force the increased skill 
and productivity which the future will 
demand,” he declared. “If we do not 
do so. we will be faced with a serious 
labor shortage % 

Because of the growth in the use 
of electric products, the consumption 


vice 


order to 
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wiring program. 


of electric power will reach an annual 
rate of a trillion kilowatt hours by 
1965, Mr. Mitchell predicted. He 
pointed out that this represented a 
revised estimate of the original pre- 
diction of about a year ago, that a 
trillion kilowatt hours would be 
reached by 1970. 
e Three Factors—Use of 
by residential customers will equal 
that of industry by 1973, said Gwi- 
lym Price. He cited three factors—the 
population growth, more new homes 
and more money available to the aver- 
age consumer 

All, however, Mr. Price cautioned, 
will not be clear sailing. He enume- 
rated: as the need to “sell as we have 
never before”; the necessity of 
breaking the bottleneck of inadequate 
wiring; and the development of atomic 
power to provide the electricity to take 
care of rising electrical demands. 
e Energies—Hoyt P. Steele told his 
NEMA listeners that labor unions, to 
in the future, 
more and more of their 


electricity 


sold 


a very increasing extent 
will devote 


energies to political, economic and 
social objectives as opposed to the 
classic job of representing members in 
collective bargaining for wages, hours 
and working conditions 

These trends, he have been 
apparent to a greater or less extent in 


said, 


“every single bargaining session that 
has been held over the country in the 
last few vears.” 

e Will Double—Business in the elec- 
trical industry will double in the next 
ten years, bringing with it an increase 


Continved on next page 


Cutler-Hammer Names 
Crane and Ryan 
MILWAUKEE, WIS.—G. S. Crane. 


president chiet officer 
of Cutler-Hammer, Inc 1945 
was elected chairman of the board and 
chairman of the new plans committee 
effective January | 

He will succeed H I 
as chairman 
company. Mr 
member of the 
had chairman 


and executive 


since 


Vogt, who is 
after 56 


Vogt 


board 


years 
will 


resigning 
with the 
continue as a 
of which he 
since 1949 

Philip Ryan 
charge of manufacturing since 
and director 1949 
elected president and chief executive 
officer to succeed Mr 

Borden, 
1947, was elected vice president and 
controller 


been 
vice president in 
1945, 
since was 
Crane 


controller since 


CINCINNATI'S Electricity 


tracted 1,500-plus guests to see its 


from as far as Colurnbus and Indianap 
a Lancaster, Ohio 

E. Geiger and James 
Stout and Edward | ; 
The three-day show, held 


manufacturer division 


Snyder Electric Co 
order WwW 
to agent George E 
Electrica 

the association's 
ran the show's coffee booth 


am Collins Ralpt 


cinnat Association 
sponsored by 


salers 


Next show of 


for Industry now, ¢t 1 by wh 


b tr Among 


g the gu 
were three repre: 
+ 


wholesaler. They are 


J Hasher, showr talking 
McGinr business manager, Cin 

annually, was 
Cc ncinnat 


1957 


whole 


at 
ue 
« 
| 
|. 
ts—some 
the a 
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NEMA Elects Corey (cont.) 


... new controls and regulations . ntribute to 
bring the electrical inspector face-to-face with 
problems with which he is not familiar.” 


all types of 
products and a need for greater pro- 
luctivity per worker. This optimistic 
view was presented by Robert S. Ste- 
who estimated that a total of 
$21 billion invested 
the next decade by power suppliers for 
transmission 
and deliver all 
future electric energy 
Wiring bottlenecks 


n the consumption of 


yvenson 
would be over 
and heavy 
to supply 


venerating 
nt 
of the 
Three Fronts 
to the increased use and sale of elec- 
and equipment will 
receive an added jolt next year with 
program to do for 
ind institutional field 


needed 


tricity electrical 


the initiation of a 


the commercial 


what is being accomplished in the 
residential and farm areas 

The commercial and institutional 
wiring program, like the residential 
wiring activity, will be coordinated 
by the National Adequate Wiring 
Bureau. The farm wiring program will 


under the Farm Wiring Sub- 
the NEMA Farm and 


continue 


committee of 


Rural Market Development Commit- 
Z As a starter for 1956, the new 
vity will undertake a market study 


to select from the many different types 


‘f commercial and institutional struc- 


tures those in the ereatest need of 


attention 
Standard 


tee 1s studving the fundamental engi 


mmediate 


The Codes and Commit 


ind safety considerations of 


"ering 


the application of higher voltages to 


feeders, circuits, and utilization equip 


all types of occupancies. A 


ommittee ilso studying the de- 


velopment of many new insulating 


materials and manufacturing process 
es ind their relations to existing 
standards 

Problems 1 J. Mellon. NEMA 
Chairman on Safety Regulations, re- 


ported that regulatory authorities, at 


the municipal, state and federal levels, 
were feeling it necessary to establish 
new controls and regulations to answer 
the new 


“A 


grams 


problems confronting them 
relighting pro- 
programs, de 


conditioning 

modernization 
extension of 
con- 
tribute to bring the electrical inspector 
face-to-face with problems with which 
he is not. familiar.’ 

Consequently, the report stated 
old cry “there ought to be a law” 
constantly being raised, with the result 
that manv regulations forming 
barriers to free and open markets for 
The lack of uniformity in 


codes and was 


centralization of industry 


spot distribution networks 


the 


was 
are 


products 


municipal ordinances 


86 


cited as probably the most outstanding 
problem. Progress on uniformity of 
ipplication of the National Electrical 
Code was slow, but noticeable. 

The revised Chicago Electrical Code 
mentioned as one of the most 
outstanding steps in the elimination of 


Was 


restrictive code provisions and local 
practices. While the code had fol- 
lowed, in general, the pattern of the 
National Electric Code, it included 


restrictions which were felt unduly in- 
creased the cost of wiring. Representa- 
tives of NEMA member companies 
plus other interested in- 
dustry groups—including the I.B.E.W., 
helped revamp the code, that all 
recognized wiring methods and mate- 


in Chicago 


so 


rials could be used 
Safety 


tions were also under discussion. Such 


Necessary safety regula- 


regulations had come to the attention 
of the they 
major contrac- 
up 


committee since are a 


concern to electrical 


tors. Installations are often held 


NECA Governors 

Elect Burnett President 
NEW YORK. N. Y Oliver F. 

Burnett, Jr president of Kelso- 

Burnett Electric Co., Chicago, 

elected president of the National Elec- 


was 


trical Contractors Association by the 
hoard of governors last month. The 
overnors meeting was held in con- 


D. B. Clayton 


O. F. Burnett, jr. 


junction with the 54th Anniversary 
Convention of the association af the 
Waldorf-Astoria Hotel. There was no 


Opposing candidate. Mr. Burnett suc- 
ceeds Don B. Clayton, of Birmingham 


Ala., after January |. 1956 
Charles W. Moseley, R. H. Bou- 
ligny, Inc., Charlotte, N. C., was 


elected vice president-line construc- 
tion, succeeding Robert C. Hughes, 
Portland, Ore. Carl L. Teal, Knight 
Electric Co., Birmingham, Ala., was 


elected district three vice president to 


because of doubts in the minds ot 
inspection authorities as to the accept- 
ability of installed equipment, there- 
fore contractors are put to unnecessary 
delays and expense and fees are held 
up for considerable periods 
e Contest, Promotions — A national 
contest will be held in 1956 to reward 
both utility companies and REA co- 
operatives which do outstanding sales 
promotional jobs an major electric 
appliances. The electric housewares 
industry also re-affirmed its intention 
to vigorously carry on its industry- 
wide gift promotion program. 
e Other Officers — J. L. Singleton, 
vice president, industries group, Allis- 
Chalmers Mfg. Co., was named a 
new vice president of the association. 
The following were reelected as 
vice presidents: William S. Edsall. 
president, Chase-Shawmut Co.; S. M 
Ford, president, Silex Co.; Harvey 
Hubbell, president, Harvey Hubbell 
Inc.; J. H. Jewell, vice president. 
Westinghouse Electric Corp.; J. R 
MacDonald, president, General Cable 
Corp.; B. C. Neece, president, Lan- 
ders, Frary and Clark; W. V. O’Brien 
vice president and general manager, 
apparatus sales div., General Electric 


Co F. H. Roby. vice president. 
Sauare D Co., and Hoyt P. Steele 
fill the post left vacant by Mr 
Moseley 


Re-elected to office were district one 
vice president, Alfred V. Bartlett. Sr.. 


Rust Electrical Co., Inc., Providence. 
R. I.; district five vice president Har- 
old J. Hill, F. E. Keith, Keith Electric 
Construction Co., Des Moines, la 

e Drying Up During its business 
sessions, NECA called on the con- 


struction industry to end retained per- 
centage abuses and abide by a more 
equitable practice on holding back 
payments on construction contracts. 

The association said that this prac- 
tice was drying up some $2 billion 
annually in construction credits and is 
by big owners and large 
general make small 
business and suppliers 
finance large construction projects 

A resolution asking the architects to 
take immediate steps to institute a sug- 
gested procedure for the proper han- 


being used 
contractors to 


contractors 


dling of these payment holdbacks, 
which a majority of the industry had 
approved earlier in the year, was 


adopted by the association at the con- 
cluding session 

McGraw Medal—Don B. Clayton. 
Sr.. outgoing NECA president, and 
president of Electric Constructors, 
Inc., Birmingham. Ala.. was awarded 
the Contractors Medal and Purse 
given under the James H. McGraw 
Award for Electrical Men during the 


Continued on pege 110 
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A complete quality line of fluorescent ballasts for Residential, Commercial and Indus- 
trial Applications. Request our Catelog UMC-7-55 for helpful procurement data. 


@ PREHEAT @© TRIGGER START @© RAPID START @ SLIMLINE 


un iversa i manufacturing corp. 


33 East Sixth Street, Paterson 4, New Jersey 
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reasons 


The Sangamo Heovy Duty is the 
“no-call-back” time switch. Stands 
up to rough handling ... rugged 


A Sangamo Time Switch with 
Automatic Carryover does aot 
have to be reset after a power 
failure. It keeps running for up to 
10 hours if power fails. 


Sangamo Heavy Duty Time 
Switches can be installed quickly, 
easily. Plenty of inside wiring 
space...multiple knockouts in 
sides, back and bottom. 


.. gives unfailing on-off control. 


angamo Heavy Duty Time Switches 


Omitting Device. This optional 
Dial, Sangamo switches can be feature permits establishment of 
set to turn installations on at sun- 1 to 6 day weekly operating 
schedules... of special value in 
industrial installations. 


When equipped with Astronomic 
Quality Construction. Long life, 


slow speed motor... quiet... 
bronze bearings at points of 
greatest wear. 


rise and off at sunset automati- 
cally... all year ‘round. 


ahd satistied customers porotite for youl 


A time switch like this just naturally makes good customers 
and friends ...the backbone of any business. And you make 
a bigger margin of profit when you sell Sangamo Time 

Switches than you do on other makes. They’re easy to sell... 
the industry's biggest advertising program has given them 
ready customer acceptance. Make sure you're well-stocked today! 


SANGAMO ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 
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Business Index: NATIONAL PICTURE 


r— !947-49=100% 1947- 49-|\00% 


! Electrical Equipment and Supplies Distributors 1955 


9 


CHANGE 
Sept. 1955 Aug. 1955 Sept. 1954 Sept. 1953 Sept. 1952 1955 from 1954 
158 132 143 129 +13 
Inventories .. 132 128 145 121 — 


——1947-49=|00% 1947-49=100% 


Electrical Appliances, Electronics Parts Distri 1955 


INDEX % CHANGE 
Sept. 1955 Aug. 1955 Sept. 1954 Sept. 1953 Sept. 1952 1955 from 1954 
133 136 147 143 Ltt 
Inventories _. 129 146 168 123 — 


SOURCE: Bureau of the Census. October-November projection is by this publication. Per cent change in sales 
is nine months of 1955 from nine months of 1954 
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Business Index: REGIONAL ANALYSIS 


ELECTRICAL GOODS WHOLESALERS SALES INVENTORIES 


(% Change) (% Change) 
SEPTEMBER 1 955 From From 1955 From From 
Aug. From Aug. Sept. 
1955 1954 1954* 1955 1954 


NEW ENGLAND 


Electrical equipment and 
supplias distributors 


Electrical appliances, electronic 
parts distributors 


MIDDLE ATLANTIC 


Electrical equipment and 
supplies distributors 


Electrical appliances, electronic 


parts distributors 


EAST NORTH CENTRAL 


and 


Electrical equipment 
supplies distributors 


Electrical appliances, electronic 
parts distributors 


WEST NORTH CENTRAL 


Electrical equipment and 
supplies distributors 


Electrical appliances, electronic 
parts distributors 


SOUTH ATLANTIC 


Electrical equipment and 
supplies distributors 


Electrical appliances, electronic 
parts distributors 


EAST SOUTH CENTRAL 


Electrical equipment and 
supplies distributors 


Electrical appliances, electronic 
parts distributors 


WEST SOUTH CENTRAL 


Electrical equipment and 
supplies distributors 


Electrical appliances, electronic 
parts distributors 


MOUNTAIN 


Electrical equipment and 
supplies distributors 


Electrical appliances, electronic 
parts distributors 


PACIFIC 


Electrical equipment and 


supplies distributors 27 1.22 1.23 


Electrica! appliances electronic 


parts distributors 7 21 19 12 3 


*9 months 1955 from 9 months 1954 Source: Bureow of the Census 
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FORT ATKINSON, WISCONSIN 


(_ 


PRINCETON, KENTUCKY 


Ere "7" 
mh 


= 
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LOS ANGELES, CALIFORNIA 


Four factories to serve you better! 


Yes...to meet the skyrocketing demand investment in the newest and most effi 
for nationally advertised Moe Lights cient of modern production tools and —7 4 


Thomas Industries Inc. has tremen equipment...rapid expansion of its , —— 
dously expanded and increased its pro truck fleet and strategi« 


area location 


duction and service facilities. Today Moe Moe Light together with its Dis 
Light shipments are at an all-time high tributor-Dealer Team...means business 

With the addition of thousands of PROFITABLE, BIG-VOLUME BUSINESS 
square feet of manufacturing space FOR ALL! 


You sell the LEADER... when you feature MOE Lights! 


THOMAS INDUSTRIES INC. |MOEZGic 


OlvVvision 


Executive Offices—410 S 3rd St. Lowisville 2, Ky « onede 140 
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Wholesale Price Index for 62 Electrical Products 


Product (1947-49100) Oct. 1955 Sept. 1955 Oct. 1954 


168.4 168.4 132.8 


Building Wire type R. Unit. M feet .......... 147.1 99.1 
Non-metallic Sheathed Cable. Unit: M feet ...... 107.1 107.1 87.8 
Varnished Cambric Cable. Unit: M feet 170.4 170.4 1424 
Flexible Cord, type SJ. Unit: M feet ............ ; 132.7 113.4 


127.0 127.0 


Copper Wire, bare. Unit: pound 


Lighting Panelboard, fuse type. Unit: each 
Lighting Panelboard, circuit breaker type. Unit: each er i 7 134.7 
Safety Switch. 2 Pole. type A, 250 volts. Unit: each ... ees 5 . 157.8 
Safety Switch. 3 Pole, type C, 575 volts. Unit: each .... yi: ike nt Ce 154.2 
Air circuit breaker, 250 vo'ts. Unit: each ...... np eae oe 144.5 142.3 
Power Panel fuse type. 250 volts. Unit: each er 132.0 132.3 
Power Panel, circuit breaker type. Unit: each ... 140.3 143.3 
Motor Control, a.c., 25-30 hp. 400-440 volts combination starting switch. Unit: each 157.7 157.7 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 148.4 148.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each ... i 156.0 156.0 
Motor Control, a.c., 75 hp., 440 volts. Unit: each .............. 149.3 149.3 
Motor Control, d.c., 110 hp., 239 volts. Unit: each .......... sievdkcokxndeate. 165.4 
Renewable Cartridge Fuse, 250 volts. Unit: each . 115.7 
Non-renewable Cartridge Fuse, 600 volts. Unit: each ...... cihivicabwen. 121.4 
Plug Fuses, 125 volts, non-renewable. Unit: each .... 109.5 109.5 


Motor, d.c., 1/6 hp. it: 142.9 141.4 
Motor, a.c., 1/4 hp. it: 107.2 
Motor, a.c., 1/2 hp., 220-240 volts. Unit: each ... — 110.6 109.6 
Motor, a.c., Polyphase, induction, 3 hp., open sleeve bearing. Unit: each . 125.9 125.9 
Motor, a.c., Polyphase, induction, 3 hp, ball bearing. Unit: each ...... 128.9 128.9 
Motor, a.c., Polyphase, induction, 10 hp., open sleeve bearing. Unit: each 134.8 134.8 
Motor. a.c., Polyphase, induction, 10 hp., ball bearing. Unit: each ... . 133.2 133.2 
Motor, d.c., 5 hp. Unit: each .. 163.2 


Fan. under 12 inches. Unit: each .. << so 113.0 
Fan, propeller type, 24-30 in. wheel diameter, ‘direct connected. Unit: each . .. 155.9 152.0 


Drill. production line, 1/4 in. Unit: each ............ Asie . Aas 121.5 
Drill. production line, 1/2 in. Unit: each ...... 1143 
Saw. production line, 6-8 in. Unit: each ........... Eee lw . 1004 100.6 
Pliers, 6-in., long nose. Unit: each 178.2 171.9 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted. Unit: each ............ 147.2 147.2 


Distribution Transformer, 15 kva. Unit: each 130.5 
Distribution Transformer, 45-50 kva. Unit: each .... 122.4 
Dry Type Transformer, 15 kva. Unit: each .. 126.0 122.9 


Dry Cell Battery, flashlight, type D. Unit: each ; 149.3 149.3 
Dry Cell Battery, portable radio pack 67 1/2 volts. “Unit: 123.4 
Dry Cell Battery, general purpose, No. 6 type | 1/2 volts. Unit: each .. 148.3 144.2 


Voltmeter, portable type, 3 1/2-6 1/2 inches, 0.-300 volts. Unit: each 165.8 165.8 
Ammeter, portable type, 4-6 1/2 inches. Unit: each 158.6 158.6 
Watt-meter, for instrument transformer, - . Unit: 139.7 139.7 


Toaster, automatic, “pop-up.” Unit: each 104.4 
lron, under 4 pounds. Unit: each .. . 1044 104.6 


Cooking range, standard size. Unit: each . 100.46 100.6 
Washing Machine, nonautomatic, wringer Unit: ary 108.4 108.4 
Washing Machine, automatic. Unit: each ...... 99.9 
lroner, table model. Unit: each 114.3 114.3 
lroner, portable model. Unit: each ............. j 11.3 111.3 
Vacuum Cleaner, upright. Unit: each 107.7 
Vacuum Cleaner, tank. Unit: each .... 102.5 
Refrigerator, capacity 7.4-9.5 cubic feet and over. Unit: each jak. ee 97.7 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each . waged . 98.9 98.9 
Water Heater, 52 gallon tank, 230 volt a.c. Unit: each 106.4 106.4 


LAY 


~ 


Radio, table model. Unit: each 85.0 85.0 
Radio, console model, radio-phonograph combination. Unit: oush ; P 98.2 98.2 
Radio, portable model. Unit: each 89.4 89.4 
Television, table model. Unit: each 68.6 68.2 
Television, console model. Unit: each 69.4 69.4 
Radio-television-phonograph combination. Unit: each 75.4 75.6 


Source: Bureay of Labor Statistics 
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115.4 
122.4 
145.7 
140.2 
142.3 
120.3 
126.8 
145.6 
137.4 
146.5 
138.1 
153.2 
110.4 
115.6 
101.1 
110.7 
109.9 
122.7 
129.6 
129.1 
135.0 
140.1 
109.6 
143.6 
113.8 
103.9 
164.1 
136.9 
130.5 
125.5 
122.9 
149.3 
115.1 
140.1 
156.3 
151.3 
138.1 
107.8 
104.0 
= 106.2 
102.3 
115.5 
102.0 
108.0 
108.9 i 
106.4 
101.8 
105.2 
88.! 
97.8 
91.6 
68.6 
68.5 
73.5 
92 
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« 4 foot reflectors on 8 foot channels for one man main- 
tenance—easy cleaning and changing of reflector. 


Super-rigid reflector and V-channel are stamped in 


one piece—with sealed rolled bead flanges and heavy 
reinforcing ribs, lifetime porcelain enamel. 


or surface mounting. 


socket replacement. 


to align. 
channel. No tools required. 


leakage between reflectors. 


New RLM Specifications for: 


Extra-sized wiring channel designed for sliding clamp hangers 
Miller Socket Box construction for easy, economical individual 


Heavy gauge pressure connector provides fast and easy assembly 
in continuous rows with positive electrical grounding. No screws 


Extra large man-sized captive nuts for mounting reflectors to 


Special reflector aligner keeps uniform row alignment—seals light 


DIRECT 


SEMI- 
DIRECT 


. ALL-WHITE PORCELAIN ENAMEL 
REFLECTORS (Inside and Outside) 


Yes 


Yes 


. INCREASED UPWARD LIGHT 


5%-15% 


. MAXIMUM BRIGHTNESS 


Yes 


Yes 


. BETTER SHIELDING ANGLES 


13°-14 


27 


. HIGHER REFLECTION FACTORS 


85% 


85% 


. HIGHER LIGHT OUTPUT 


83% 


1%, 


. CAPTIVE LATCHING and HOLDING 
DEVICE 


Yes 


Yes 


. GROUNDED BALLAST MOUNTING 


Yes 


. CHANNEL DESIGNED for SLIDING 
HANGERS 


Yes 


Yes 


. REVISED LAMP SPACING 


. IMPROVED LAMPHOLDERS 


Yes 


Yes 


. ENTIRE UNIT RUST-PROOFED 


Yes 


RLM STANDARDS INSTITUTE 


NEW MILLER INDUSTRIALS 
MEET OR EXCEED 
NEW RLM SPECIFICATIONS 


Charted below are 12 of the most important advances 
in the history of industrial lighting: the new RLM 
specifications for fluorescent industrial lighting fix- 
tures. The new Miller “Industrials meet or exceed 
these specifications in every instance! And that's not 
all! Many other “extra quality’ features make this 
one of the finest industrial fixtures ever produced 
good reason why it always pays to specify MILLER! 


4’ and 8 for 40w Rapid Start Lamps 
4’ and 8’ for 48” and 96” Slimline Lamps 
4’ and 8’ for 48” and 96” High Output Rapid Start Lamps 


THE MILLER COMPANY 
GENERAL OFFICES: MERIDEN, CONN. 
FACTORIES: UTICA, OHIO MERIDEN, CONN. 
CURTIS LIGHTING OF CANADA LTD., TORONTO 
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WHAT'S NEW WITH YOUR CUSTOMERS 


Outside Conduits 


A riser bottleneck was broken by 
the installation of lightweight, rust- 
proof aluminum raceways by Lorson 
Electric Co., New York City, in the 
courtyard of the downtown Ebasco 
Building. 

Aluminum conduit risers were run 
23 stories up the outside of the office 
building to provide power for air con- 
ditioning equipment. One of the first 
installations of its type, the project 
affords a rather thorough background 
for expanding distribution 
capacity in large commercial build- 
ings 

Why aluminum? 


electrical 


The Ebasco build- 
ing was Originally constructed as a 
combination office and 
for a large express company 
pating a possible need for steel shut- 
ters (for protection purposes), the 
owners had support brackets built into 
the brickwork alongside each window 
comparable 
the shut 


warehouse 
Antici- 


Since no building of 
height was ever built nearby 
ters were never needed. It was figured 
1 substantial saving could be made if 
the existing shutter brackets were used 
the 
This was the prime factor favoring 
this project 
weighs 


fo support new risers 


luminum conduit for 


the 


cent less than steel 


raceway 
the shear 
an aluminum installation 
upon the and surrounding 
brickwork correspondingly 
The weight advantage of alu- 
worked to labor 


Since aluminum 


HoH per 
force of 


brackets 
would be 


ing 


reduced 


minum also reduce 


costs 


Audio-Visual Services 


Facilities for presenting radio, tele- 
vision, motion and 
textfilm programs, plus the inclusion 
of public address and intercom sys 


sound pictures 


tems, recording and __ transcribing 
equipment, telephone service and a 
variety of other audio-visuai signal- 
ling devices are now essential com- 
ponents in the design of a modern 
school. All of these services, plus an 


outstanding stage lighting and electrical 
features 


High 


installation, are 
in the Colonie 
School in upper New York state 


Not only are school structures multi- 


distribution 


pace-setting 


plying in numbers, but they are also 
the former concepts of 
“adequate” facilities. That is readily 
apparent by comparing a pre-war elec- 
specification with its modern 
For example, levels of 
classroom illumination have climbed 
steadily; modern power equipment is 
now synonymous to manual training 
shops; cafeteria kitchens and domestic 


multiplying 


trical 
counterpart 
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science training rooms are going “all 


electric’; air conditioning and radiant 
heating installations are becoming 


common, while lighting and control 
provisions in many school auditoriums 
rival those found in first-rate theatres 

Increased use of audio-visual pres- 
entations, both for instruction and 
entertainment, is likewise demanding 
greater control and circuiting. The 
just-completed Colonie high school has 
audio-visual programming contem- 
plated not only for the auditorium, 
but for two gymnasia, the 
music room and all classrooms as well 

This audio-visual provision is ex- 
tensive in scope. Offstage facilities 
anticipate the use of radio and tele- 
vision, text-strip films and sound mo- 
tion pictures, tape recording of pio- 
grams Originating within the building, 
school-wide transcription of both tape 
and record recordings, plus intercom 
and telephone systems and other sig- 
nalling devices of a parailel nature 

In terms of these 
services call for extensive specialized 
wiring (for power, control and shield- 
ed audio use), plus the addition of 
and floor 
recording, projection or 
reproduction equipment. 


cafeteria, 


electrical sales, 


receptacles 
sound 


polarized wall 


for 


Contractor’s Problem 


Modernization of the electrical dis- 
tribution system in the Cravens Bldg., 
Oklahoma City, brought up many 
problems for the electrical contractor. 

The need was clear and urgent for 
an enlarged and rearrange- 
ment of the distribution system to 
serve modernized circuit layouts. The 
big problem in carrying out the new 
distribution design was the routing of 
feeders from the new 3000-amp CB 
to the 1600-amp and 1000-amp CB's 
feeding the busway risers. To use bus- 
way for these feeders was impossible 
due to the maze of pipes, conduit, 
partitions, plus other obstructions 
throughout the basement 

Interlocked armored cable proved 
to be the solution. The IA cable was 
carried top of the busway run 
from the point of service entrance to 


service 


on 
the two riser CB's 


Doubling as a raceway and a means 
for fluorescent luminaire suspension, a 
system of framing channels added 
speed and ease to the mounting of 
more than 3,400 fixtures at the new 
Sikorsky Aircraft manufacturing plant 
building in Stratford, Conn 

The facility with which the lumi- 
naires were installed permitted manu- 


These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in the 
operation of two of your biggest 
customers electrical contrac- 
tors and plant electrical men. 
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facturing processes to begin long 
before construction of the remainder 
of the plant was completed. Fischbach 
and Moore, Inc., New York City, de- 
cided on the use of Unistrut metal 
framing when special approval per- 
mitted 15-ft. spacing of framing sup- 
ports 

This greatly simplified the hanging 
job, making it possible to attach the 
upper end of the support stem by 
means of beam clamps to the lower 
flange of the steel roof purlins, which 
were spaced on 7-ft., 6-in. centers. 


Building Insulation 


A necessary part of any practical 
electric space heating installation is 
building insulation. Whether the heat- 
ing is done by baseboard units, wall 
or ceiling panels, heat pump, or em- 
bedded cable, every possible means 
must be taken to prevent the loss of 
the heat through the structure. 

If heat could be retained within the 
structure indefinitely once introduced 
the problem would be a simple one of 
ventilation plus the replenishing of 
small amounts lost because of opening 
doors, etc. However, as long as the 
outdoor temperature is lower than that 
indoors, heat will pass through the 
building materials 

This is lost heat which must be re- 
placed by the heating system if a con- 
stant temperature is to be maintained 
Since the cost of electricity is of prime 
importance, the application of build- 
ing insulation to reduce this loss must 
he done as efficiently as possible. 

How Much—Three factors deter- 
mine the amount of heat which will 
be lost through the building structure: 

The temperature difference between 
the inside and the outside 

The period of time over which the 
loss of heat take place 

The nature, thickness and areas of 


materials making up the building 
structure 
© Materials — The materials most 


commonly used for building insula- 
tion fall into four major groups: (1) 
blankets and batts, (2) loose fill, (3) 
nsulating boards, (4) reflective insula- 
ton 
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PULFUZSWITCH is 2 - @® CIRCUIT BREAKER. Circuit 
pull-out, safety type disconnect = Tigers ee" Breakers are standardized as to 
with pressure fusehoiders. dimensions and fastenings 

Capacities are 30 to 60 amps, permitting ready interchangeability 
600 volts AC 2 and 3 pole mA or replacement. Capacities 15 to 
Available also in twin construction ae aan *. 600 amperes in five frame 
and 100 amp., units in single Ri: ‘eo? % sives (50, 100, 225, 401 
branches, 250 volts AC or and amp s AC 
or DC, 2 and 3 pole. fm P or DC 2 and 3 poles 


1 


for the finest 


feeder distribution 


in safety PANELBOARDS 
and efficiency 


SHUTLBRAK for jobs 
requiring heavy duty industrial 
type switch. Features quick make CHFUZ AND 
and quick break and interlock ng SNUFARC a winged type for 
fuse doors. Split second speed : safe efficien discor nect service. 
of operation. Capacities 30 i ' Capacities Klampswit h 3 to 600 
to 200 amps., with rotary A amps, 750 volts AC or OC: 
handle; 400 to 1200 amps with : ; ee to 200 amps 600 
Straight handle, 250 and 600 voits te volts AC 2, 3, and 4 poles 
AC or DC, 2, 3 and 4 poles. 


Choose any one of the four feeder distribution current carrying contacts are heavily silver-plated 
panelboards manufactured by ( and you can be sure And for those who want extra safety and convenience 
of getting the finest in safety, operating efficiency and the circuit brecker type with automatic circuit protec 
dependability tion is unexcelled 

Approved by the Underwriters’ Laboratories, Inc., All feeder panels are built in standard boxes 19 
for label service, Z) Feeder Panelboards have been 24, 30, and 42 inch widths. Boxes 19” wide have 
carefully designed and engineered to give long-lasting standard knockouts top and bottom. Others hove re 
and trouble free service. movable ends to permit drilling conduit openings on 

Switch units of the Pulfuzswitch, Klampswitchfuz, the job 
Snufarc and Shutibrak are all of the operating type, For the finest in safety and efficiency, insist on & 
horsepower rated. Switch and pressure type fuse Feeder Panelboords. Your necrest ( representative, 
holders have been combined into one unit so that the listed in Sweets, will be glad to give you more infor 


current is “off when fuses core accessible Too, all mation 
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Another 
FURNAS “FIRST” 
SEAL” COILS 


FEATURES 


Moisture and Fungus Resistant 
Excellent Heot Dissipation 
Dimensionally Stable 


Mechanically Stronger 


Non-combustible 


Furnas Electric again leads the field 

this time with magnetic controls 
with Dual Seal coils for longer con- 
trol life. Dual Seal molded coils are 
moisture and fungus resistant, di 
stable, age 


mensionally resistant, 


will not support combustion and 
have high dielectric strength. Their 
mechanical properties eliminate the 
damage often caused by vibration 


or impact 


DUAL VOLTAGE COILS 


elimi- 


Coil 


nated and stocking of coils simpli- 


changing is virtually 
fed with the new Dual Seal dual 
voltage coils. For example, on 4, 
7\ or 10 hp. starters, one 220-440 
Electric coil is used 


volt Furnas 


where six are normally required 


Write today for free 140-page 
Catalog 10!. Furnas Electric Com- 
pony, 1069 McKee Street, Batavia, 
IHlinois 


URNAS ELECTRIC 
COMPANY 


BATAVIA, ILLINOIS 
in oft Principal 
§ 


“Well, Smitty of Turp Electric Supply! And you have a gift 
for me?” 


HAPPY 
ELECTR 
CONSTRUCTION 


Minneapolis Joins 
“"100-Amp. Club” 
MINNEAPOLIS, MINN. — Effec- 


tive November 15, all new one-family 
homes in this city with a gross floor 
area of more than 800 sq.ft. must have 
100-ampere electrical service. 

One of the nation’s first large citie 
to adopt this service entrance code, 
Minneapolis followed the action of 
several nearby towns. 

The Minneapolis code is expected 
to be adopted, by “reference,” by the 
city’s suburbs. 


Westinghouse Supply 
Names R. W. Stewart 
NEW YORK, N. Y.— Robert W 


Stewart has been named general man- 
ager, consumer products, for the 
Westinghouse Electric Supply Co., it 
was announced last month by Victor 
D. Kniss, president 

At the same time, the appointment 
of Louis G. Berger as assistant to the 
president, was also made public. Clyde 
S. Gischel, formerly general manager, 
consumer products, has been ap- 
pointed to the president's staff for 
special assignments 

Mr. Stewart had served in Pitts- 
burgh, Pa., for the past year as man- 
ager of distribution for Westinghouse 
consumer products. He joined the 


1953, as district 
products at 


company in 
manager for 
Cincinnati. 
Since February of this year, Mr 
Berger has been western regional man- 
ager for the apparatus and supply divi- 
sion, with headquarters in Los An- 
geles. He joined the company in 1927 


April, 


consumer 


Anaconda Changes 
Cable Reel Policy 


NEW YORK, N. Y.—The Ana- 
conda Wire and Cable Company has 
adopted a program of making ship- 
ments of certain types of wire and 
cable on non-returnable reels. Initially, 
the program will be more or less con- 
fined to shipments of building wire 
items to stocks and to 
aluminum insulated and covered con- 
ductors. Experience will dictate the 
ultimate scope of the new program 

The types of non-returnable reels 
used by the Anaconda Wire and Cable 
Company have withstood commercial 
shipments to all sections of the United 
States over the past year and they have 
proven adequate on all occasions 

Some of the benefits which will 
accrue to the customer in this program 
are: Elimination of reel deposit 
charges. Elimination of clerical rec- 
ords for the maintenance of reel data 
Reduction of storage space. Reduction 
in overall weight. Elimination of reel 


distributors’ 


returns to the manufacturer 
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Trailer 
is Big Business|!! 


Of the 10,361 trailer parks now in existence less than 2° arc 
wired for 50 ampere 110/220 volt service. The remaining ap- 
proximately 98% (most of which are 15 amp. or less) will be 
forced to rewire within the next 3 years. 


Modern mobile homes have as many, and sometimes more, elec- 
trical appliances than do the average ‘‘non-mobile’ homes. If 
these appliances are to function properly, and if the “Trailerite’ 
is to receive the kind of electrical service he has every right to 
expect; the Park Operator will have to wire for 50 ampere | 10/220 
volt service to remain in business. 
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THE LIFE-LINE 50 AMPERE 110/220 VOLT PARK RECEPTACLES ARE 
THE ANSWER! EASY TO INSTALL NO EXTRA BOXES, CONDUIT OR 
FITTINGS NEEDED — HAS “‘BILT-IN’ GROUND WATERPROOF AND 
COMPLETELY ADAPTABLE TO OLDER MOBILE HOMES THROUGH THE 
USE OF LIFE-LINE ADAPTERS 


= = s s 


Write to Hub Industries, 5410 No. Damen, Chicago 25, Illinwis for your free copy ot 
“The ABC's Of Electrical Supply And Demand For Mobile Home Courts” booklet 
(Please send request on your letterhead) 


5410 N. DAMEN 
CHICAGO 25, ILL. 
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A complete, 
fast moving line... 


LETTERS 


Continued trom page 2 


x ¥ his home, or his furniture. He must be 
oo made aware of the importance of good 


lighting. He must be taught that fix- 
| tures can do for him in his home much 
the same thing that draperies or rugs 
to meet eve ry can do, and that they must all har- 
monize. When this educational pro- 
fl uorescen t | j g h t j n g | gram is accomplished, the doilar vol- 
ume of the industry will not be pegged 
by the number of new homes being 
built, and the fixture sales will rightly 
move from the distributors show 
room to the furniture siore, or the 
decorator, or the drapery shop, or the 
hardware store. Then the fixture dis- 
tributor can function as a distributor, 
and can live well on his share of the 
profit. 
[he other problem which must be 
/overcome is much more simple, that 
is of building the fixtures so that the 
layman can hang them himself—a 
snap arrangement, if you will. Many 
a man will install a receptacle or a 
switch in his own home, but he is 
| deathly afraid of hanging a fixture 
|The manufacturer must take the 
mystery out of fixture installation 
Pegple will not buy a fixture and pay 
five dollars to have it hung. The elec- 
tric contractor does not want this type 
of call. He enjoys his wiring business, 
and if present wiring is brought up to 
even a fair standard, he has a mighty 
| big job ahead of him in the phase of 
|the business which is most profitable 
for him 
In short, our problem is to take a 
low dollar volume industry and do 
something with it so that it can afford 
}and support both a distributor and a 


| retailer 


of 


us Pe 


requirement 


Max TEPPER 
TEPPER ELECTRIC SUPPLY CO. 
CHAMPAIGN, ILI 


With Pleasure 


Dear Sir 


Please send 50 reprints of your spe- 
cial report on residential lighting 
That Crazy, Mixed-Up Business” 
(EW—Sept. "55, p. 91) to my atten- 


FLUORESCENT STARTERS (EV 
and LAMPHOLDERS HARRY GUES1 


SALES PLANNING ASS'T 
Your plant electricians or fluorescent maintenance men know UNION ELECTRIC CO. OF MISSOURI 
that a positive way to avoid trouble is to protect the installa- ST. LOUIS. MO 
tion with the finest quality starters and lampholders. Now you 
can be sure of the best by specifying Jackrabbit by Hubbell. 


Mogul, Combination 
Lomphoider Write for complete information today. Swift Opens Branch 


Cat. No. 2959 
UNION CITY. N.J.—Swift Elec- 


branch at 26 Prospect Ave., Nanuet, 
Dept. D BRIDGEPORT, CONN. 


N.Y., on November 19 
Anthony Sodaro is president of 
the company which was founded in 


SOLD ORLY THROUGH ABTRORIZED DISTRIBSTORS 1944 


FACTORY WAREHOUSE LOCATIONS ASSURE NATIONWIDE STOCK AVAILABILITY 


St. 103 North Sente Fe Ave 1675 Hudson Ave. 1111 Oregon 
Los Angeles 13, Collf Son Pranciseo, Calif Dollies 7, Texas 


State and Bostwick Sts. DV Sovth 
port 2. Chis 
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WHAT'S NEW IN MOTOR CONTROL? 


» GET IT FIRST IN CUTLER-HAMMER 


Star studded with economy features 


New Cutler-Hammer Three-Star Unitrol 


Standardized Modular Construction 


All control units are 20° wide and in 
multiples of 14” in height. This permits 
easy interchange of various sizes and 
types of control units without rearrange- 
ment of the entire control assembly and 
avoids wasting space with dead panels 
to adapt non-uniform control units. This 
standardized modular construction also 
insures good appearance at all times 
because horizontal lines match. 


Uni-Plug disconnects control from 
power when unit is moved to test posi- 
tion, reconnects without misalignment 
when unit returns to operating posi- 
tion. Control panel is clweys vertical. 
Uni-Plaug design permits back-to-back 
assemblies without staggering control 
units. Units are removed by merely 
disconnecting load and control wiring 
at terminal boards. This wiring is 


cabled, marked and color coded 
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Unitrol provides either circuit breakers 
or fused disconnect 


vanced design 


tion 


— 


Both have three-posi- 


No industrial today can afford to ignore the 
savings Unitrol now offers in the installation 
and use of motor control 


The new Cutler-Hammer Unitrol cuts costs from the 
moment it is delivered It can save days, often 
weeks, in the time required for the installation of 
motor control. The high cost of mounting and wiring 
individual starters is eliminated. Earlier use of the 
production facilities brings a speedier return on the 
investment. Unitrol often effects vital savings in 
floor space, sometimes avoids the need for costly 
plant construction 

In performance, nothing can compare with the 
new Unitrol. Feature after feature of the astounding 
new Three-Star Control saves time and expense 
Superlife vertical contacts never require maintenance 
care in all normal use. Adjusiable overload relay 
coils let motors work harder safely. save the expense 
of both damaged motors and needless production 
interruptions. Full three-phase protection such as 
able engineers now demand is offered by three-coil 
overload relays 

Compare the new Unitrol with any other control 
centers and see the difference. See how sizes and 
types of control units can be interchanged in Unitrol 
without rearrangement of the entire assembly or the 
waste of space with dead panels. Saves time, saves 
space, saves money. Compare and you foo will insist 
on Cutler-Hammer Three-Star Unitrol. Write or wire 
now for fullinformation. CUTLER-HAM MER, In« 
1327 St. Paul Avenue, Milwaukee 1, Wisconsin 


Camponents front of panel mounted 
of ad- witeit stacking No crowding, no 
power “oenections near panel fasten- 


operators arranged ers, Mguy.Three-Star Control exclu- 


for padlocking with as many- as three sives, Bapertife vertical contacts never 


locks in the “off” position: Reeessad 
pushbuttons and conceaied deor hinges 
are typical features that add to safety 
and fine appearance. 


The name UNITROL is a 
Cutler-Hammer trade mark 


reqoairé ex pense in all nor 
mal contre) us@,. Adjustable overload 
relay coils let werk harder with 
safety. Full Piree-Phase Protection 
with 3-Coil overload relays of standard 
size starter panels 


| 


lambs 
hogs 


chickens 


turkeys 


Market Unlimited in 
Farm and Broiler 
Plants 


No. 7111-G 


The JACKSON reputation for qual- 
ity helps you to cash in on this new 
business builder 


Construction Features 
© 1012” heavy gauge steel hood 
Heavy duty strap 


Infra-Red baked enamel grey ham- 
merloid finish 


Porcelain heat lamp socket 
6 ft. heavy duty cord and plug 
Factory wired and assembled 


Individually packed—12 to a stand- 
ard package 


Applications 


Thawing Frozen Pipes 
Keeping automobile motors warm 
Dozens of other practical uses 


Carton Standard Wi List 
No. Quantity Package per price 
1114 
Brooder 1 12 1-3/4 Ibs. $2.90 
* Send for complete Sold 


Jockson Quality only thru 
Brooder Catalog Wholesalers 


JAC KSO ELECTRICAL 


COMPANY 
900-910 W. Van Buren 


Your Customers’ 1956 Spending Plans (cont.) 


Continued trom page 57 


“Over half of all participating companies indicate that 
they expect to spend the same amount in 1957 as they 


will in 1956” 


spending 27 per cent in 1956, reflect- 
ing the high level of rail traffic and 
earnings of the railroad 
Other transportation and 
industries—airlines, 
shipping, trucking, telephones—also 
plan to raise spending, by 16 per 
cent for the group as a whole. 

Electric and gas utilities together 
are scheduled to spend 10 per cent 
less in 1956. This is primarily due to 
a drop in spending on gas pipelines. 
Electric power companies will spend 
less on generating equipment, but 
more on transmission and distribution 
equipment 

An increasing number of com- 
mercial business firms are participating 
in the McGraw-Hill surveys. This 
sample is still limited to large chain 
department and mail order 
stores. So the figure must be in- 
terpreted cautiously. However, the re- 
porting firms show an increase of 10 
per cent in capital expenditures next 
year, which is a strong indication of 
higher spending for this category 
e °57 Outlook Bright—The survey 
indicates that capital spending may 
continue at a very high level in 1957 
Over half of all participating com- 
panies expect to spend the same in 
1957 as in 1956. In manufacturing, 
and in every other major group except 
railroads, at least 1 company out of 
5 already plans higher spending for 
two years from now. Thus, about *4 
of all participants are planning to 
maintain or spending, be- 
yond 1956 

The longer run outlook for captital 
spending is particularly bright in these 
individual lines: chemicals, paper 
rubber, airlines. In all these industries. 
at least a third of reporting firms al- 
ready plan to increase spending in 
1957. Nearly half the firms in the 
chemical industry already have such 
Just under 30 per cent of the 
reporting firms in steel and petroleum 
are planning for 1957 to top 1956 

The strength already apparent in 
pians for 1957 1s especially striking 
in view of the large increase scheduled 
for 1956. If present plans. are carried 
out, capital spending will not lose 
any of its present great momentum 
during the next year. Plans for 1957 
are, of course, very tentative at this 
time. But in the past, companies have 
usually added to their advance plans, 
as the target date drew near. So pres- 
ent indications for 1957 are very 
favorable 


improved 
companies 
communications 


stores 


increase 


plans 


¢ Optimism on Sales—Companies in 
almost all industries are optimistic 
about their sales prospects for next 
year. Manufacturing companies expect 
their sales to increase 7 percent on 
the average. Commercial business is 
expected to be up 8 percent. In manu- 
facturing, the largest increases are ex- 
pected by machinery, chemical and 
textile firms. Each of these industries 
expects a 9 percent gain over 1955. 

It is interesting to note that the two 
industries which are now planning the 
largest increases in capital spending 
expect their 1956 sales to rise less than 
the average for all manufacturing. The 
iron and steel industry anticipates a 
sales gain of 5 percent, while the auto 
industry expects sales to increase 6 
percent. Since the sales of these two 
industries will probably break records 
this year, any increase in sales will 
mean very large volume. But capital 
spending programs are obviously 
meant to anticipate sales beyond 1956 
Similarly, the non-ferrous metals com- 
panies (refiners and fabricators) are 
also planning a large increase in cap- 
ital expenditures, although they expect 
the smallest gain—2 percent—in sales 
for 1956 

However, most manufacturing lines 
look for at least average sales increases 
in 1956, on top of the very large gains 
made this year. The sales expectations 
reported in this survey could not be 
achieved without substantial additions 
to present manufacturing capacity 
And this probably explains much of 
the plant expansion being scheduled 
e About the Survey This survey, 
made by the McGraw-Hill Depart- 
ment of Economics, is based on indus 
try’s replies to # questionnaire mailed 
during the first week of October. Re- 
plies were received throughout the 
month of October, and thus represent 
industry's planning at that time of the 
year. 

Companies that participate in the 
McGraw-Hill survey are usually the 
larger companies in their industry, and 
this fact may affect the results of the 
survey, although like our annual sur- 
vey completed in the spring of this 
year, the survey included a substan- 
tially increased number of medium- 
sized and relatively smaller firms. In 
total, more companies cooperated in 
this survey than in any previous 
survey 

Companies reporting in the survey 
employ more than 50 percent of all 
workers in the group of industries 
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show ‘em the easier, more 
way connect condui 


with the new 


For Liquid-Tight 
to Rigid Conduit 


TIVE ANALYSIS PROVES EFCOR BEST! 


completely 


positive installation There are no 
product liquid greund without parts to remove or insert Just loosen the nut, insert con 
tight disossembly 


duit and tighten 


Pressure from the nut compresses 
and coins brass sealing ring into nut and body and bends 
it in an arc. Brass sealing ring provides better sealing 


LIQUID-TITES action than any other material 


CONNECTOR A NO NO 
CONNECTOR B NO No — 


CONNECTOR C NO When 


conduit is inserted, convolutions on the grounding insert 
make intimate contact with those of the conduit pro 
CONNECTOR D NO ducing an audible click you can actually feel! Efcor Liquid 


Tites maintain less than cen millivolts voltage drop 


sold exclusively through electrical wholesclers * send for sample and informetion 


37-50 57th St., Woodside 77, N.Y 
Send literature [} Send somple 


STATE 


December, 1955—ELECTRICAL WHOLESALING 


| 
an 
. 
Res. Trode Mork | 
NAME 
<= 
ss 
city 
101 


OM EX delivery service 


4, Rees 

Rowex 


y, 


/through your supply house 


BULK SUPPLIES... FAST! pon risk waiting at the 


site for supplies. Work through an authorized General Cable 
distributor... his substantial stocks of ROMEX building 
wire are backed by bulk supplies—in a wide selection 

of sizes—at a nearby General Cable distribution center. 


The General Cable Distribution Network—largest in 
the industry by far—is there to help your Genera! Cable 
supplier give you fast, convenient delivery. 


This fast service plus consistent high uniform quality 
makes it pay you to always specify “General Cable” for all your 
electrical wire and cable needs. 


GENERAL CABLE 


CORPORATION 


NOW...DISTRIBUTION 
FACILITIES 
COAST-TO-COAST. 
FASTEST SERVICE 
IN THE INDUSTRY. 


Spending Plans (cont.) 


where capital investment is highest 
This group includes oil, utiliues, chem- 
icals, steel, non-ferrous metals, autos, 
electrical machinery and railroads. In 
industries where coverage 1s not so 
complete, companies are carefully 
selected to provide a representative 
cross-section of their industry. Com- 
panies included in the industrial sam- 
ple account for more than one-third 
of total employment in all industry 

Commercial business—trade, con- 
struction, finance and services—is the 
one major field of capital investment 
with a lower level of coverage. The 
sample in this field is made up of large 
chain stores, mail order and depart- 
ment stores. 

e Behind the Figures—Expenditures 
have been classified to: 

1. provide a mining figure that does 
not (like the official government fig- 
ure) include oil well drilling, but 
which does include most of the mining 
expenditures by manufacturing com- 
panies 

2. provide a petroleum figure that 
covers the entire petroleum industry. 
Ihe base statistics for this figure are 
those published by the Petroleum De- 
partment of the Chase Manhattan 
Bank for the year 1954. 

As a result of these classifications, 
most of the dollar estimates reported 
in the survey are not directly compar- 
able with statistics of capital spending 
published by the Securities and Ex- 
change Commission and the U.S. De 
partment of Commerce. 


NAED Recommends 
Condensed Price Sheets 
NI W YORK, N y Reduced 


clerical costs for the e-ectrical distribu- 
tor and increased effectiveness of his 
salesmen could result if a plan advo- 
cated by the Catalog Committee of 


N. J. MacDONALD, president of The 


homas G Betts C eceives a junior 

Achievement Distinguished Service 

Award for the c mpany contribution 
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ROMEX — the original non-metallic sheathed 
cable is made only by General Cable. It has 
won nationwide preference for its outstanding 
service record ... established an enviable 
on-the-job safety record. 


ROMEX is ideal for both original and re-wiring 
jobs for all home circuits beyond the service 
equipment. Delivered to you in a unique crush 
resistant carton that automatically pays out 
wire as you need it, ROMEX is clean to handle, 
its silver finish does not flake off on hands or 
work area. ROMEX is widely used for small 


stores and shops 
heaters and electric ranges 
circuits to outlets 


ROMEX UF an ideal indergr 
cable to barns, rural! buildings ar 
corrosive or wet locations avai 


and 3 conductors, flat, solid, and 
12 and 10 AWG 

There are many imitations but or 
ROMEX so it will pay you 
name. It’s the only way you can 
getting the real thing! 


GENERAL CABLE 


CORPORATION 


GREATEST 
NAME IN 
LECTRICAL 


BARE, WEATHERPROOF, INSULATED WIRES and 
CABLES FOR EVERY ELECTRICAL PURPOSE 
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GENERAL CABLE CORPORATION 
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THE GREATEST NAME IN ELECTRICAL WIRE AND CABLE 
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UTILITY BLOWER 


“You can develop 
New Blower Sales 


with Peerbers.” 


Rice Leaders 


Looking for a new market where price 
cutting is not the charm of salesman- 
ship? Then, investigate the Peerless 
Fan and Blower line for your indus- 
trial customers. There are many sales 
of air handling equipment made for 
maintenance, remodeling, and new 
buildings. Most requirements are for 
standard fans and blowers. Jobs are 
easy to figure, and Peerless Engineers 
will help you to iron out any problems. 
Peerless Electric has been a famous 
name in the electrical field for over 60 
years, and Peerless wholesalers form a 
national network of outlets. Want to 
know more? Write today for catalog 
SDA-160 and proposition. 


FANS BLOWERS . MOTORS 
ELECTRONIC EQUIPMENT 


PEERLESS ELECTRIC 


THE PEERLESS ELECTRIC COMPANY + 1403 W. MARKET ST. - WARREN, OHIO 


- 


the National Association of Electrical 
Distributors is adopted by manufac- 
turers of electrical goods. This plan 
involves use by manufacturers of con- 
densed, illustrated price lists, prefer- 
ably showing net resale prices. 

The importance to the distributor's 
internal organization and outside sales 
force of the price sheets as published 
by individual manufacturers was thor- 
oughly discussed by the Catalog Com- 
mittee during its recent meeting at 
association headquarters. 

‘Such price sheets,” stated H. D. 
Roden, Catalog Committee chairman, 
“would serve to simplify the distribu- 
and reduce clerical 
costs and, equally as important, be 
more effective as a selling tool in the 
field. We advocate that such lists be 
published on a condensed basis with 
the products adequately illustrated and 
with prices preferably shown as net 
prices 

The committee recognizes a notice- 
able trend in this direction,” Mr 
Roden continued, “and, therefore, rec- 
ommends to the consideration of all 
manufacturers the advantages of issu- 


Operations 


ing price lists of this type as an effec- 
tive means of improving the distribu- 
tion of their products.” 


Cory, Mitchell 
Announce Merger 


CHICAGO, ILI Merging of two 
major appliance firms into what is 
called the world’s largest manufacturer 
of room and packaged air condition- 
ing equipment announced last 
month when J. W. Alsdorf, president, 
the Cory Corporation, announced that 


Was 


B. A. Mitchell 


J. W. Alsdort 


had purchased all capital 
The Mitchell Manufacturing 
A. Mitchell, presi- 


the firm 
stock of 
Co., headed by B 
dent 
The 


closed, but 


not dis- 
assets were 


purchase price was 
the Mitchell 
estimated to be in excess of $3 mil- 
lion 

No personnel changes are contem- 
plated, according to Mr. Alsdorf, ex- 
cept that A. N. Pritzker, chairman of 
the Cory board of directors will oc- 
cupy a similar position for the Mitchell 
Mr. Alsdorf is president of 
the two firms. B. A. Mitchell will serve 
advisory Capacity 


subsidiary 


i Cory in an 


ELECTRICAL WHOLESALING—December, 1955 


: 
} 
= 

Ls 

BE: 

= 

| 
— 
= 
104 
7 


Columbia-UF 


UNDERGROUND FEEDER AND BRANCH CIRCUIT CABLE 


FOR WET, DAMP OR CORROSIVE LOCATIONS... 
FOR DIRECT EARTH BURIAL’ 


Non-Metallic Sheathed Cable EMT Steet 


Sales Representatives in the Following Cities: Atlonto, Ga; Boston, Moss; Chorlotte N C Chicogo, til Cleveland, Ohio; Cincinnoti, Ohio; Dallas 
Texas; Detroit, Mich.; Glossport, Po; Houston, Texos; Kansas City, Mo.; Los Angeles, Colif Minneapolis, Minn New Orleons, Lo New York, WN. Y 
Philadelphic, Po.; Portland, Ore; St. Lowis, Mo.; Son Francisco, Colif.; Seottie, Wash Tulse, Oklo Utica, Y 
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Everything in one package 


No. 3651 RANGE AND POWER RE- 
CEPTACLE, FLUSH MOUNTING. Heevy 
with Patented Swing-ewey 
Terminals thet prevent dropping or 
losing of ports. Allows easy one- 
wiring. Polorized for Range 
ond Power Cords. Designed for 4” 
or 4 11/16" squere box. 50 Amps. 
~ 250 


Ne. 3550 3-WIRE RANGE AND POWER 
CORDSET. All Rubber, 36” Long. 
Blades are Welded to Wire. No solder 
is weed. One piece molded rubber 
cop. tacludes coble clamp. 50 Amps. 
~m0 


Ne. 3601-5586 
STEEL RANGE 
RECEPTACLE 


Grounded 


Ne. 3650 RANGE AND POWER RE- 
CEPTACLE, SURFACE MOUNTING. 
Heovy Bakelite with Patented Swing- 
ewey Terminals thet prevent drop- 
ping or losing ports. Allows easy one- 
hend wiring. Polorized for Ronge 
ond Power Cords. Heavy steel beck 
plate hes kneckowts for 1”, 
conduit, Hes bwilt-in coble 
clamp fer beck or bettem wiring 
Complete with mounting screws, 50 
Amps. 250 


CIRCLE F MFG CO. 


TRENTON 4, NEW JERSEY 


ally small and no wider than the 
mounting strap. This provides extra 
wiring room for installation in stand- 
ard boxes. Connection is made by 
means of “lock-in” terminals designed 
to take up to no. 12 gauge wire. 
Switch is available in a 15-amp model, 
for 120-277 volts, a.c. 


Fan 
Lau Blower Co., Dayton, Ohio. 

The “Twin-Twelve”, a manually re- 
versible fan which fits “problem win- 
dows”, according to the manufacturer, 
is the latest addition to the 1956 line. 
The fan will fit into the hanger straps 
supplied with it for casement or awn- 
ing type windows. A flat strap plastic 
handle takes little space, while still 
allowing the versatility of a portable 
electric fan. Reversing the fan is 
simply a matter of lifting it out of 
the hanger straps, rotating it 180° 
and again hanging it. The two indi- 
vidually motored 12-in. fans are gov- 
erned by a three-speed switch. 


Troffers 

Smithcraft Lighting div., Chelsea 
50, Mass. 
“Architectural Troffers” are said to be 
specifically designed to simplify instal- 
lation. The only tool required is a 
screwdriver. There are no_ visible 
catches, latches, hinges, bolts or 
screws. Door frames (for glass and 
similar shielding) and louvers are re- 
movable without tools or loose parts. 
A wide selection of shielding media, 
with or without integral trim flange, 
is available, according to the manu- 
facturer. 


Voltage Controls 


Line Material Co., Milwaukee 1, 
Wis. 
Socket-mounted voltage-controls are 
designed to actuate oil switches for 
capacitor bank switching. The new 
controls incorporate an induction disc- 
type, contact making voltmeter. The 
new controls have an adjustable band 
width from 1% to 12 volts and an 
operating range from 110 to 130 volts. 


NEW PRODUCTS 


Continued from Page 9 


Lighting Fixtures 

Sunbeam Lighting Co., Los Angeles, 
Calif. 
The 6600 series “Visionaire” is a shal- 
low, surface-mounted unit of con- 
temporary styling said to be designed 
to make lighting an integral part of 
the architecture. The unit in the top 
photo features a single-piece, smooth- 
dropped plexiglas diffusing medium 
with matte-finish. The unit in the lower 
photo has a fully framed, one-piece. 
miniature-celled plastic louver and 
offers 43° and 43° shielding and lower 
even brightness. On all 6600 series, a 
“hook-on” hinge allows panels to 
swing open and remain hanging from 
the fixture body or to be lifted out 
without the use of tools. 


Aerial Cable 


Anaconda Wire & Cable Co., New 
York, N. Y. 
A “reverse-lay” preassembled aerial 
cable with type AB butyl rubber in- 
sulation and neoprene jacket is now 
available. The conductors of the self- 
supporting cable are assembled in a 
series of reverse twists spaced at reg- 
ular short intervals along the cable 
This permits the lineman to untwist 
and separate the conductors at any 
point so that taps can be easily made. 
On nonshielded cable, taps can be 
made while the line is energized. 


Ballast 


General Electric Co., Schenectady, 
N. ¥. 
Fluorescent lamp ballast is more than 
25-per cent lighter in weight than the 
model it replaces. Designed for 240 
to 280-volt operation of two F40T12 
fluorescent lamps, the new high power 
factor rapid-start ballast has the 
smaller brickette cross-section, while 
retaining the 914-in length. This has 
resulted in a weight reduction of 
1% 


AC Motors 

ACEC Electric Corp., New York 
Oe 
Adjustable-speed, a.c. motors are rated 
from to 75 hp., for 220-volt or 440- 
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This and other NE ads 
help create demand 
among your customers 


for National Electric 


products. 


Wherever the 


ne insulated wire with 


double Fibergias Braid 


National Electric 
Special Silicone Rubber Insulated Cables 


On installations where extreme heat or cold eut the properties at temperature s far above and below the 


service life of regular wiring insulation. you'll find limits of organic rubbers 
National Electric Silicone Rubber Insulated Wires 


If you re re sponsible for the 1 
have the staying properties to do the job best. 


ntenance 
of electric ovens, furnace tran or motor 


Ihe silicone rubber insulation has the acknowl- where a durable heat or cold re tant insulation 1s 


edged insulating prope rties of rubber with the sta imust., vou 1] find it ) to check into the ad in 
bility of silicone. This stability means resistance to tages of National 


| i Rubber In ulated 
igeing, retention of physical, chemical and dielectri: W ire. 


— National Electric Products 


ANNIVERSARY PITTSBURGH, PA. 
7 3 Plants © 10 Worehouses © 36 Soles Offices 


NATIONAL ELECTRIC SPECIAL CABLES WILL MEET YOUR REQUIREMENTS FOR POWER CONTROL AND ELECTRICAL EQUIPMENT 
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The Steber line, containing hundreds of 
lighting units and fittings, gives you a 
complete selection of durable, low cost 
matched units that simplify and speed 
every installation. Their greater adapta- 
bility assures specified lighting results 
as well as better appearance and lifelong 
satisfaction. Lighting units are fully 
wired with ample leads. 


STEBER FITTINGS 


Versatile Steberlite fittings make all jobs 
easier, more economical, cut wiring time 
and installation costs. Lifetime cast alu- 
minum units are available for single or 
clusters of up to 8 Steberlites. Each unit 
is designed to do a specific job better and 
fit perfectly with all Steber fittings and 


Steberlite units. 


STEBERLITES 

Steberlites are available now in a wide 
choice of styles to meet your specifica- 
tions exactly. No. $300 medium base and 
$350 mogul base provide universal ad- 
justment for casting light in any direc- 
tion. These units use medium or mogul 
base PAR-38 and R-40 sealed beam 
lamps. $400 accommodates PAR-56 Flood 
or Spot lamps. $500 is a chrome plated 
medium base Steberlite, using PAR-38 
and R-40 sealed beam lamps. 


STEBER FLOODLIGHTS 


Steber Floodlights are ideal for lighting 
parking lots, construction projects, ship- 
ping and receiving docks, service sta- 
tions, railroad yards, sports areas and 
wherever economical high intensity 
is required. Availatle for 100 to 1500 
watt lamps with or without lens. Full 
choice of styles and mounting bracket 


assemblies. Sold through leading wholeso/ers 


MATCHED UNITS 
MAKE THE JOB EASY 


4 


All aluminum construction prevents 
damage caused by corrosive at- 
mospheres 


Write for complete | 
Catalog TOS-9 con- | 
taining information 
ond prices on hun- 
dreds of Steber 
items! 


STEBER MANUFACTURING CO. i 
Dept. 71 ! 


Broodview 


HMlinois 


/STEBER\ 


STEBER MANUFACTURING CO. 
OF CALIFORNIA 
242 S. Aoderson St 
los Angeles 33, Californic 


STEBER-WOODHOUSE, LTD 


33 Ingrom Drive 
Toronto, Canada 


NEW PRODUCTS 


volts, 60-cycles. Enclosures are drip- 
proof or pipe ventilated. Self-con- 
tained, these motors apply the Schrage 
principle for stepless control from zero 
to 2,400 rpm., with torque approxi- 
mately constant at all speeds. They 
need no gear-boxes, resistors, or other 
external devices to vary speed. Speed 
is varied by turning a control knob. It 
shifts brushes commutator, 
varying Opposing potentials induced in 
A servo motor can re- 


around 


rotor windings 


place the knob 


Light Switch 
Ihe Arrow-Hart & Hegeman Elec- 
tric Co., Hartford, Conn. 


Manufacturer announces that the “In- 
terchangeable Quiette” light switch 
line and the “Junior Quiette” light 
switch line are now available with 
screw terminals to meet the demand of 
those who prefer the conventional 
binding screw contacts. The binding 
screws are large size and take up to 
and including no. 12 wires. Contacts 
are alloy silver and give substantial ca- 
pacity for all loads within rating range 


Soldering Gun 
Wen Products, Inc., Chicago 31, Il. 


Electronic soldering gun is a heavy 
duty 200-watt unit that comes up to 
working heat in less than 5 seconds, 
according to the manufacturer. Some 
of the features include: silver-plated 
tip and connectors for sure and posi- 
tive electrical contact; an extra rigid 
(but removable) tip; a heavy guage 
steel nose; and a built-in spotlight 
angled to throw shadowless light on 
the work area. The gun weighs 24 Ibs 


Resistors 

Precision Resistor Co., Inc., Hill- 
side, NJ. 
Sub-miniature wire-wound resistors 


available. The new items are 
small, measuring only 
s-in. diameter. 


are now 
extremely 


in. in length and 


Extension Cord Set 
Bell Electric Co., Chicago, Il. 


Incorporating “No-Shok” safety fea- 
tures, this new extension cord set pro- 
vides electrical outlets on metal sup- 
ports, as well as wood kitchen tables, 
utility tables, ironing boards, portable 
barbecues, work benches, Christmas 
tree stands, display fixtures, office 
adding machine stands. The clamp, 
which comes attached to the back of 
the outlet, fits round or angle metal 
furniture legs. It can be moved on the 
leg, up or down, simply by raising or 
lowering and tightening the screw. 
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would 


rusty conduit threads or 
Pittsburgh Standard Hot-Dip Galvanized Threads 


Did you know that only Pittsburgh Standard gives you . . . in production 


uantities . . . hot-dip galvanized conduit with galvanized threads? 3) 
Did you know that pth is no extra cost for this boo with threads ITTSBURGH 
that stay rust-free on the job-site or in storage? Did you know that you 
can get delivery and pricing information on this major innovation today TANDARD 
from the Pittsburgh Standard Sales Control Center? Call your nearest 
Pittsburgh Standard sales agent, or write us for his address , 
Pittsburgh Standard Conduit Co., 61 Bridge St., Pittsburgh 23, Pa. 
PLANTS AT MORRISVILLE & ETNA, PA 
RIGID STEEL CONDUIT © ELECTRICAL METALLIC TUBING * ELBOWS © COUPLINGS © FITTINGS 


CONDUIT co. 
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NECA Elects Burnett 


Continued from page 86 


opening business session of the con- 
vention. 

The award was in recognition of 
Mr. leadership in present- 
ing and selling to the electrical con- 
tracting industry the dynamic and 
progressive programs through which 
the electrical contractor has gained 
added status in the industry and with 
the public 

Mr. Clayton was the 18th member 
of the industry to receive the award 
which was established 29 years ago by 
James H. McGraw, founder of the 
McGraw-Hill Publishing Co. The 
award consists of a bronze medal and 
a purse of $100 


500 MCM - 714 


Wesco, Boston 
Names Sheasgreen 
BOSTON, MASS.—John E. Sheas- 


All these... and more... for 
YOUR BEST CONNECTIONS for the Boston branch of 


Westinghouse Electric Supply Co. 
Mr. Sheasgreen replaces Edward 
U/L AND CSA TESTED HI-RUGGED STRENGTH Sutherland who is now in the New 
ae sae York City headquarters. R. C. Pound, 
PURE COPPER RE-USABLE pas formerly of the Burlington, Vt., oper- 
ee ation, succeeds Mr. Sheasgreen as 
100% CONDUCTIVITY ALL WIRE SIZES ee consumer products manager in the 

eee Portland-Bangor, Me., area. 


COOLER OPERATION ECONOMICAL 


WRITE FOR re Square D in Merger 
With Electric Controller 
DETROIT, MICH.—F. W. Magin, 


s 4 president of the Square D Co., and 

ILSCO CORPORATION A. G. Patterson, president of the 

Electric Controller and Manufacturing 

5746 Mariemont Ave. ; Co., Cleveland, Ohio, announced in 

CINCINNATI 27, ; November that an understanding had 

us been reached in principle for the 
merging of the two companies. . 

The basis for the merger called for 

the issuance of 1.5 shares of Square 

D Common stock for each share of 

Electric Controller 
The two chief officials stated that 
a formal contract would be acted upon 


by the boards of the respective com- 
panies and that the completion of the 
proposed merger is dependent upon 
approval of the contract by both 
boards and by the shareholders of 
both companies 

The merger is seen as definitely 
beneficial to both companies. The 
Electric Controller and Manufacturing 
Co., which has a large new Cleveland 
plant, makes control apparatus for 
heavy industry, such as steel mills, 
oil and transportation industries. Con- 
trol apparatus manufactured by 
Square D is, in most cases, not adapt- 
able to these fields, and hence, there 
has been virtually no competition be 


tween the two companies 
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GRATELITE is to form what verse 


is to prose: A more harmonious, inspiring 
vehicle of thought... which creates a mood, an be ; 
atmosphere of warmth and richness. 


At close range, its repetitive geometric pattern appears 


; as a delicate modular texture. From a distance, it suddenly fuses 


into one solid, luminous mass. Its aliveness is its trademark! 


GRATELITE—truly a creative work of art—a distinctive, functional 


design which blends with its surroundings—different from 


anything which has before been brought to life. 


Gratelite luminous-louverall ceilings 
GrateLite louver-diffuser for fixtures 


— 
im, 
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Westinghouse’s Witting 


These Pie fures Show Heads 


PITTSBURGH, 
Witting, former president of the 
WHY ACME ELECTRIC DEALERS Westinghouse Broadcasting Co., 1s 
now general manager of consumer 
° products for the Westinghouse Elec- 
érve Clr ustomers efter tric Corp., Chairman and President 
| Gwilym A. Price announced last 
month 
Mr. Witting succeeds John M. 
Bi McKibbin, vice president in charge 
i of consumer products since 1949. Mr. 
McKibbin has joined the staff of John 
K. Hodnette. vice president-general 
manager 
formers are rior to joining Westinghouse as 
wood - boxed president of WBC, the company’s 
to prevent radio and TV subsidiary broadcasting, 
Mr. Witting had been with the ac- 
zs counting firm of Price, Waterhouse 
damage - Co. He joined the Allen B. DuMont 
shipping. organization in 1947 to set up operat- 
ing procedures for its television divi- 
sion, which was then being organized. 
He became general manager of the 
network in 1949 and soon thereafter 


accidental 


was named managing director. 

Mr. McKibbin joined Westinghouse 
in 1922 in the sales promotion de- 
partment. In 1924 he was named 

‘ advertising manager in the Cleveland 
Adequste district; in 1926 advertising manager 
stocks of aa 4 Ee : h = in the Detroit district; and in 1929 
steadera . sales promotion manager in the central 
‘ = district. He was made manager of the 
: application data and training depart- 
maintained ment in 1937, director of advertising 
for prompt and sales promotion in 1944, and was 


items are 


shipment. elected vice president and general 
: manager, consumer products, in 1949 

R. J. Sargent has been appointed 

general manager of the Westinghouse 

major appliance division, a newly 

created division within the corpora- 


tion’s electric appliance group 


Shipping 
facilities in- 
clude truck- 
ing lines as 
well as two 
major rail- 
road systems. 


ACME ELECTRIC CORPORATION CHARLES hes boon 


6712 WATER STREET CUBA, N. Y. 


West Coast: 1375 W. Jefferson Blvd. Los Angeles, Calif ' Produ rf was formerly 

In Canada: Acme Electric Corp. Ltd. 50 Northline Rd., Toronto, Ont. fistr manager of firm's New 
| Meyer will 
evel contact 

thr ughout 

act as co 


gent between 
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and for the same reason: It'S 


All rubber floor coverings have to be vulcanized in a 
metal mold—mold-cured. It’s the only way they can 
survive the punishment handed out by the hundreds of 
ton-miles of grueling wheel and foot traffic that is daily 
routine for most industrial installations. The toughness 
and resilience that only mold-curing can guarantee 

are the secret of rubber floors that wear on, not out. 


Long-lived Hazacord cables have to be mold-cured, too; 
and they are. Bending, twisting, flexing, scraping, 
dependable portable cable service demands the toughness 
and durability that mold-cured Hazacord guarantees 
Even, thorough vulcanization in a metal mold yields a 
compact cable assembly that is strong yet flexible, tough 
yet workable. And the Hazaprene ZBF sheath is 
permanently effective protection against flames, 

acids, alkalies, oils and moisture. 


For any portable installation up to 15,000 volts, 
there is a mold-cured Hazacord construction that will 
save you money and trouble. Ask your jobber or 
your nearest Hazard representative or write for 
Bulletin H-451, Hazard Insulated Wire Works, 
Division of The Okonite Company, Passaic, N. J 
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Tarnow Supply, Detroit, 
Announces Appointments 


DETROIT, MICH.—Nathan Tar- 
now, president, Tarnow Electric Sup- 
ply Co., of 45 E. Milwaukee Ave., this 
city, last month announced the fol- 
lowing appointments 

Albert Swartzenberg has been pro- 
moted to the position of sales manager 
of the firm. He joined the organiza- 
tion in February, 1948, as office man- 
ager 

Eleanor Zimmerman, with the com- 
pany since 1946, has been made office 
and credit manager, in charge of all 
accounting and credit operations. 

William Tarnow, who has been 
with the firm since 1935, will be an 
outside salesman. 


Blizzard To Head 
Gesco, Bridgeport 
BRIDGEPORT, CONN. — John 
Blizzard, former branch manager of 
the General Electric Supply Co. in 
Yonkers, N. Y., has been appointed 
manager of the Bridgeport district of 
the company. 
Mr. Blizzard succeeds Albert J. 
Brock who has been named district 
manager of ‘he Dallas, Tex., branch. 


General Cable 
Names Four Officers 


NEW YORK, N. Y.—H. George 
Richardson, vice president in charge 
of sales of General Cable Corp., has 
announced the appointment of William 


Thie Silly Yak Powell as general sales manager of 
never heard of Tack! 


But as a user of electrical tape, you know that lasting 
tack is very important. Chase Tapes assure you plenty 


a 


of tack through rigid production control and the sincere t 
desire to produce top quality tape. Write for catalog. William M. Powell Daniel M. Fuge 
Chase & Sons Inc., Randolph, Mass. 


CHASE TAPES 


Friction—Plastic— Rubber —Neoprene 
GUARANTEED FOOTAGE IN EVERY ROLL Charles M. Sherwood Charles L. Wiley 


the corporation 

At the same time Mr. Richardson 
announced the appointment of Daniel 
M. Fuge as general merchandising 
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an assistant general sales manager 
Charles I Wiley has also been ap 
pointed as advertising and sales pro- 
motion manager 

Mr. Powell started in the sales or 
ganization of General Cable in 1929 
ind became western district branch 
manager in New York in January, 
1954. Mr. Fuge joined the corporation 
iS a price estimator in 1936 and was 
made an assistant general sales man 
iger in 195] 

Mr. Sherwood came with the cor 
poration in the accounting depart 
ment in 1933 and was made New 
York branch manager in January, 
1955 Mr. Wiley joined the firm as 
assistant to the director of foreign 
relations in 1946 and in 1949 became 


a product sales manager 


Wholesalers Financing; 


How They Do It 

W ASHINGTON, D. About 
half the nation’s wholesalers and 
roughly 60 per cent of retailers take 
care of their financing needs from 
their own funds and do not want out 
side financing 

That’s one conclusion reached by 
the Commerce Dept., from a survey 
of over 15,000 small and medium 
sized firms engaged in construction 
manufacturing, wholesale and retail 
trade, covering the vear ended June 
30, 1954 

According to the survey, of those 
wholesalers who sought outside funds 
29 per cent got all they wanted; 14 
per cent got some funds; about 6 per 
cent got no funds at all. Though fewer 
retailers sought outside funds, those 
who did met with slightly less success 
than wholesalers. Of the retailers de- 
Ssiring outside financing, only about 22 
per cent got all the funds they wanted: 
roughly 12 per cent received some 
funds; almost 7 per cent got no funds 
at all 
Major Findings Results of the 


survey are broken down into cate- 


gories of “established” firms—those 
in business prior to March 195] ind 
new” firms those started since 


March 1951. Major findings on this 
Nasis 

Size of loans obtained and sought 
but not obtained, by established whole 
sale firms ran higher than those for 
both new wholesale firms and bot} 
categories in the retail trade. Mediar 
size loan obtained by established 
wholesalers was $14,500: median size 
sought unsuccessfully was $25,000 
Corresponding figures for new whole 
salers $10,000 obtained $15,000 
sought for but not obtained 

Established retailers show a med 
loan of $4,000, with $10.000 the 


median amount sought but not ol 
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manager and Charles M. Sherwood as 


DOSSON 
SPLIT BOLT 
CONNECTOR 


Fabricated from high strength alloys (better than 
average steels), the Dosson “F”’ is cold-formed for 
uniform quality. Maximum contact pressure is 
assured by a high translation of tightening 
torque. Full length pressure bars with rounded 
edges prevent load concentration and crushing 
of conductor. Built to withstand high overload, 
vibration. Highly corrosion 

resistant. 


Mail coupon for FREE » 
Dosson Connector 


CORP. 
ERT MFG. 
\ St., Brookly™ 22, catalog 
Cc nne or 
Gentlemen: ple Dosson Split Bolt 
h free sam 
Please ue Title 
Ls sheet. i 
Name | 
Company 
Zone 
Address 
City 


Fx 


DOSSERT MFG. CORP. 


249 Huron St., Brooklyn 22, N. Y. 


Years oF 
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tained. New retail firms, on the other 
hand, established a median loan of 
$3,100; median loan unsuccessfully 
sought was $7,000. 
e¢ 90 Days—Roughly 60 per cent of 
the loans made by established whole- 
sale firms were for 90 days or less; 
over 62 per cent of new wholesale 
firm loans were in this same period 
Loans by established and new retail 
firms, on the other hand, roughly 
divided evenly between 90-day and 
one- to three-vear loans. One halt 
were carried at the 6 per cent rate. 
But about 11 per cent of all new re- 
tail firm loans carried less than 3 per 
cent interest 

Established wholesale and retail 
firms got almost 80 per cent of their 
loans from banks: new wholesale firms 
made about 70 per cent of their loans 
from banks; new retail firms, only 
about 67 per cent 

New wholesale and retail firms did 
more borrowing individuals— 
such as partners, friends and relatives 

than established firms. New whole- 
sale firms made over 16 per cent of 
their loans in this manner; new retail 
firms, almost 19 per cent 
e Lower Rates—Wholesale firms gen- 
erally got lower interest rates on their 
loans than retail firms, and established 
firms in both industries got lower rates 
than new firms. About 53 per cent of 
established wholesale firm loans car- 
ried an interest rate of from 3 to 5.9 
per cent; about 36 per cent of such 
firms’ loans were at 6 per cent inter- 
est. New wholesalers’ loans: about 43 
per cent of them carried the 3 to 5.9 
per cent rate; 45 per cent were at 6 
per cent rates 

About 39 per cent of established re- 
tailer loans carried the 3 to 5.9 per 
cent interest rate; about 47 per cent 
were at 6 per cent. New retail firm 
loans at the 3 to 5.9 per cent interest 
rate amounted to only 22 per cent; 
nearly one half were carried at the 6 
per cent rate. But about 11 per cent 
of all new retail firm loans carried 
less than 3 per cent interest 


Orgill Elected 
Memphis Mayor 


MEMPHIS, TENN. — Edmund 
Orgill, president, Orgill Brothers & 
Co., was elected mayor of this city in 
November's election. It was Mr. 
Orgill’s first political venture 

He defeated Watkins Overton, long- 
time political associate of the late 
Edward H. Crump. It was reported 

thirty years no candidate, not 
endorsed by the Crump organization, 
has had a chance at election. Last 
month's voting—it is believed by some 
nformed authorities -— has ended the 


Mr. Overton, who had fought the 
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proposal of the late Mayor Frank P. 
Tobey for the city to build its own 
power plant rather than buy TVA 
power generated by a proposed Dixon- 
Yates plant, changed his stand after 
Mr. Tobey’s death. Mr. Orgill pro- 
posed to go ahead with the Tobey pro- 
posal to build a $100,000 city-owned 
plant. 

On November 17, Mr. Orgill took a 
leave of absence from the firm. He 
takes office on January Ist. Orgill 
Brothers & Co., full-line electrical 
wholesale distributors, has branch op- 
erations in Little Rock, Ark., and 
Jackson, Miss. 


New Jersey Council 
Elects Griffith 


ATLANTIC CITY, N.J.—William 
Griffith, president of Griffith Electric 
Supply Co., Trenton, N.J., is the new 
president of The New Jersey Council 
of Electrical Leagues. He was elected 


William Griffith 


at a recent meeting of the council 
held at Atlantic City’s Ambassador 
Hotel 

Other officers elected were: Oscar 
Wells, first vice president; Howard 
Snow, second vice president; Arnold 
Bosshard, Jim Stapleton and John 
Plasket, Jr.. members of the executive 
committee 

lifford Justesen, National Electric 
Co., Passaic, N.J., is treasurer. Char 
les Beck is secretary of the council 


Circle Wire & Cable 
Sold To de Pasco 


NEW YORK, N.Y The Circle 
Wire & Cable Corp Maspeth LJ 
N_Y.,. has been sold to the Cerro de 
Pasco Corp The sale included the 
firm’s assets, business and properties 

The transfer of title to the corpora 
tion’s business went into effect on the 
first of December 

The Circle Wire & Cable enterprise 
which consists of the manufacture and 
sale of principal tvpes of insulated 
wire nd cable, will be carried on by 

wholly owned Cerro de Pasco sub 
Z the same name as its 


predecessor 


NEW 66% 
NEOPRENE JACKET 


portable electricat 
cords cables 


to CerTiry jacket 


intervals 


to bring you pic, 
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to make cables with protecting 
taining a high percentage of Neoprene 


standard stock portable cords and cables with 
NEOPRENE jackets! 


ontents 


to BRAND® all cords and cables 


EASY 


to bring you syncnao-cunen cords and cables! 


ro-nEAD labels! 


pac ke ts con 


at two foot 


17 
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Bronco does it again! Bronco gives you another first! 
are to this day EXCLUSIVE FEATURES of BRO 
The all new Bronco 66 Certified port- | 
with certified to. contain not 
67.32; NEOPRENE. For “ 
toughness and this 5 ‘gt 
new jacket puts Bronco FARIN THE 


CALENDAR OF EVENTS 


You make More money Natl Appliance and Radio-TV 


Dealers Assn. 


when you sell work-saver Annual Convention 
. 


Merchandise Mart 
Chicago, Ill 


January 15-1 1956 


Meetings, exhibits, luncheons 


National Assn. of Home Builders 
d Hilton Hotel 


Bench, Kit or Post Conduit Vises Chica 


Meetings and builders’ show 


National Rural Electric Cooperative 


Association 
Annual Meeting 


Bench Yoke 
Pipe Vise 


Southeastern Electrical Wholesalers 
Assn. 
: Sixth Annual Industry Day” 
Rifa(> Atlanta Biltmore Hotel 
Bench Chain Pipe Vise Atlanta, Ga 
February 2-3, 195¢ 


akers, panels 


Rochester's Electrical Exposition 
Ihe Electrical Assn. of Rocheste: 
New War Memorial Hall 
Rochester, N. ¥ 
February 18-25 


Exhibits, meetings, awards 


National Electrical Manufacturers 
Assn. 
Edge\ 
Chicago, 
Marcl 
Meetings 
Kit Pipe Vise, portable, 
clamps on bench or plank Fdison Electric Institute 
24th Annual Convention 
Atlantic 
June 4-7, 1 
You sell More efficiency... special design jaws Meetings 
that grip firmly...close and open fast ...conduit rests 
for more accurate threading, easy cutting... handy conduit benders. 


You sell service... 


: NATIONAL ASSOCIATION OF 
famous RIGID heat-treated jaws NS ELECTRICAL DISTRIBUTORS 
48th Annual Convention 


for extra long wear... special malleable 
Ambassador Hotels 


frames that won't warp or break .. . every 
vise factory tested to assure you super- 


performance and durability. iratus, supplies, housewares 
Meetings onferen hooths. No 


Major apoliances dio or TV 


More sales j , 
when it's more-popular » Lk National Electrical Contractors Assn. 
more-advertised ff f 2nd Nat'l 


Calif 


The Ridge Tool Company Elyria, Ohio U.S.A. 
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PEOPLE IN THE NEWS 


Grant McDonald has been ap- 


pointed manufacturing manager and 
Anthony Kasper has been named con- 
troller of Square D Company’s distri- 


bution equipment division 


Wylie D. McGaffic is the new Buf- 
falo district manager for National 
Electric Products Corp He has 
worked in the firm’s Pittsburgh sales 


office. 


Here’ Electric Paging $ 
s Edwin B. Kanner has been ap- ere 5 an ectric aging ystem 
pointed sales manager of the Western 


Insulated Wire Co. Murray H. Owen every office, every plant can afford 
§ now director of elations 
tor the firm. James W. Boughton has 
been appointed chief engincer 


customer 


Harold J. Barnes has joined the 


wient le lor rir r he 
dential sales cgepartment for the 


James B. Irwin bh: 
sales manager of Ea 
Wire Corp., Wallingford, Conn 
cently acquired division of Circle ] 
Mfg Co., Trentor N J Ihe an- 
nouncement was made by Edward A. 
Ring, president of Eastern Insulated 


Wire Corp ind ‘ . nr 


president of 


Mfg. Co 


Herbert Bower 
service manager for Crescent Indus : 
tries, Inc., 
James F. Fahy is the new district 
manager far the 
lager [or the I I ivior Co 
‘ Si] SIMPLE AND EFFECTIVE 
manultacturers rep sentatives of : E 
Here's how you can open many IN OPERATION bh 
a new doors... at a real profit. The operator presses two keys at most *) 
We have made this Line Electr Pag ke the simplest iding n achine re 
i Th ‘ r scd unit 20 4 
ng System complete in one package e stancar s for 20 
people Burzers re early heard 
that its price is low enough for any p 
office or plant to have one anywhere in pliant it's engi : 
neered for safety, ts a 24 
IT’S EASY TO INSTALL : 
volt system 
The complete ‘“‘package"’ contains o ted 
ar stome have needec 
Relay Box, a Push-button Control Box, Many of your customers 
sare Paging system, but hove “held off 
ING Dbuzzers nal buzzers ore 
. be se the price. With the “Line 
= available as needed To install the 
you have something that will wake 
™ system, simply ploce the buzzers at 
— them ta action 
the desired ations plug the Reloy ° 
—* Box into the nearest AC outlet, set Send the coupon—today—for prices 
a the Push-button Control! Box by the and full information 


The only ‘One-package” Electric Paging System on the market. 


MAIL COUPON NOW BP 


| 


Rew EE NAME 


LINE ELECTRIC CO FIRM 


LINE ELECTRIC CO 
1407 McCarter Highwoy, Nework 4. N. J 


Gertiemen 


Please me bber's rice nd deto''s 


the ne Elect 


vice | 
1407 McCarter Highway { AboRess 
ement Newark 4, N. J. { city ZONE STATE 
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AIR-CONDITIONED REFLECTOR 
CUTS MAINTENANCE... 
STAYS CLEAN LONGER 


Stonco reflectors are heavy gauge 
flint-hard 
finish 
[his brilliant stay-white reflecting 


steel with a lifetime 


vitreous porcelain enamel 


surface cuts maintenance—requires 
only infrequent soap-and-water 
cleanings to operate at 100% re- 
flectivity 

These unique reflectors also feature 
a special venting design that air- 


CLUSTER LIGHTS SUPER SPOTS 
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conditions the lamp for cooler opera- 
tion, and longer-lasting life 

So, for highest efficiency in vapor- 
nearby 
.. he carries the 


tight operation see your 
Stonco distributor . 
complete line of dependable Stonco 
lighting equipment and accessories 
for all outdoor 
write direct to the home office for 


requirements. Or 


a complete catalog 


STANLEY G. FISHER, 

Lander Frary G ~'a 
apr 
year 


Mr 


ager the 


ver Spring, Md. His territory consists 
generally of the middle section of 
Pennsylvania 


Charles F. Euler is the Boston dis- 
trict manager for the Permacel Tape 
Corp., New Bruswick, N.J. Mr. Euler 
had been a salesman in the Baltimore. 
Washington, and Virginia area 


William W. Bryan is manager of 
G.E.’s construction materials Pacific 
District, succeeding Daniel F. Flinn, 
11, who resigned. The district's head- 
quarters are located at 3000 East 46th 
St., Los Angeles, Calif 


William J. Donlin, 111, Robert W. 
Eadie and Thomas S. Hemenway, Jr., 
have been ippointed district represen- 
tatives for the G.E. construction mate- 
rials division. Mr. Donlin covers the 
Allentown, Pa., area. Mr. Eadie cov- 
ers the Davenport, Ia., area. Mr 
Hemenway covers the Chicago area 


OBITUARIES 


John H. Green 


John H. Green, former district sales 
manager of National Electric Prod- 
ucts Corp's Buffalo district, died on 
October 8. He was 59 years of age 
and had been with the company since 
1936 


Joseph A. Hayden 
Joseph 


tor consumer 
Supply Co., 
November 14 


Hayden, sales manager 
goods, General Electric 


Louisville. Ky., died on 


ELECTRIC PRODUCTS CO. 
Kenilworth, New Jersey 


Mr. Hayden, 43 


office in 1946 as a sales counsellor 


joined the Gesco 


. 
. 
. 
. 
. 
. 
. 
. 
. 
. 
. 

. 
. 
. 
. 
. 
. 
. 


and later became sales manager for 


Kentucky and the surrounding area 


ISLAND LIGHTS LAMPHOLDERS 


. . 
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QUICKER 
SMOOTHER 
KNOCKOUTS 


USE UNION D-Bracket boxes 


anywhere that fixture does not 


have to be located in exact 


center of space. 


UNION INSULATING CO. 
Parkersburg, West Va. 
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Donald S. McGhee 


Donald S. McGhee 
ter, N.Y., district 
National Electric Products Corp., died 


Roches 


{or 


former! 


sales manapel 


suddenly on October 10. He was 59 
vears of age and had retired trom 
active work only recently 


J. R. Nesbitt 


J. R. Nesbitt, vice president 
ot Moore-Handley 


and 


director Hardware 


Co., Inc., Birmingham, Ala., died on | 
November 5. He was 57 years of age 

Mr. Nesbitt had been associated 
with Moore-Handley tor more than 
35 years 


SALES REPRESENTATIVES 


Cleveland 


Novelty 
Ohio 
ments 
Rd., 


Georgia 


Lighting Corp., 
the following appoint 
Kuzell, 183 Midway 
for Al 
Florida; Collin 
Drive, Nashville, Tenn 
Fred Vorlander, 
Boston, Mass 1or 


I ngland States 


has made 

Robert 
Decatur 
and 
4048 Outer 
tor Tennessee 
Boviston St., 
New 


ibama 


Finney 


80 


the 


Western Insulated Wire Co., Los 
Angeles, Calif., has appointed the 
following: Burton Cooper and Jack 
Goldstein, otherwise known as Elec 
tric Agencies with offices at 43 Warret 
St... New York E. F.. Lom 
bardi Co., 320 Lincoln St., Charlot 
3, N.C. for North Carolina and South 
Carolina 

Frank Davis, representative with 


headquarters at 2101 Tula St.. N. W 

Atlanta, Ga has resumed represen 
tation in the northern half of Florida 
Roopken & Healy, 2107 N. W. 6th 
St.. Miami, will continue to service 
the southern half of Florida 

General Transistor Corp., Jamaica 
N. Y., has appointed two additional 
representatives They are: Jack Geart 
ner Co., Miami Beach, to cover all 
of Florida S. W. Goodman, Balti 
more, Md., has been assigned southern 
New Jersey Maryland Delaware 

Washington, D. eastern Pennsyl 


Vania, ind Virgin 


Pittsburgh Standard Conduit Co., 
Pittsburgh, Pa.. has named the Ross 
I Dunn Sales C« fo Minne t 
North Dakota, South Dakota ma the 
western edge of Wisconsi 
1 Cross Ross | D ma 
office is located at 6015 Stevens Ave 
South, M nneapo Mint 
Automatic Switch Co., Ora: N. J 
has appointed as authorized Asco rey 
esentative, the Glidden Engine t 
ind Egquipmen Co 6115 Denton 


BECAUSE 
UNION 

BUSHINGS 
DO NOT 


UNION INSULATING CO. 
Parkersburg, West Vc. 
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To sell the MOST 
sell the BEST... 


Stock the Keystone Line of wiring installation equipment and 
watch your sales go UP, UP, UP! Yes, it’s a complete line, a 
quality-built line. Every item “loaded” with features to simplify 
installation, save your customers money on the job where it counts 


the most. Every item priced right, too, for profitable, volume sales! 


KEYSTONE WIREWAYS ond Auxiliary 
Fittings hove all the time-saving, 
money-soving features your cus- 
tomers want. They're quickly, easily 
installed, readily adaptable to any 
power distribution system. Available, 
too, in both flanged and flangeless 
styles and a wide range of sizes 
and lengths... from 22" x x 
1 ft, through 8” x 8” x 5 feet long. 


jm ike a big 


KEYSTONE CUTOUT BOXES and Pull 
Boxes are furnished in Type “A” 
with hinged cover, Type “SC” with 
screw cover. Both feature a formed 
construction strongly fabricated and 
securely welded ... with adequate, 
easily removable knockouts. And 
both types are available in a com- 
plete range of sizes . . . stocked for 
prompt delivery to meet your needs. 


KEYSTONE SWITCH BOXES and Outlet 
Boxes are loaded with extra quality 
features! BX or Romex clamps are 
already assembled with nested fit 
for easy pulling of wires. Knockouts 
ond pri-outs come out double quick 
And tapped holes are extruded to 
provide extra thickness, eliminate 
stripping of threads. Even mounting 
brockets moke installation easier. 


/ 


/ 


Keystone 


... the Complete Line of Wiring Installation Equipment 
Sold Only through recognized Electr 


Distributors 


ASSOCIATION NEWS 
KANSAS CITY—tThe Electric Asso- 


ciation of Kansas City resently re- 
printed the following in its “News”, 
under the heading, “How To Destroy 
Your Association.” 

i—-Don’t attend meetings—if you 
do attend, beef about everything. 


~ 


2—Never accept an office of com- 
mittee appointment. (Then, if not elec- 
ted or appointed, get sore and cri- 

3—If asked to give an opmion on 
important matter, refuse to 
speak up or write about it. (Then, 
later on, tell everyone how you think 
things ought to be done, and belly- 
ache about “steamroller stuff.”) 

4—Don't bother about getting, 
good, new members. (Let the secretary 
attend to that.) 

5—When a banquet meeting is be- 
ing held, tell everybody money 1s 
'heing blow-outs, which 
accomplish 


some 


wasted on 
noise and 
nothing 

6—When no banquet meetings are 
being held. say the club is dead and 
needs new blood 

7 Hold back your dues as long as 
or don't pay at all 

8—If the club has a magazine— 
never send in any news items. (Then 


possible 


crab that every member gets publicity 
but you and your firm) 


GLUTTONS 
PUNISHMENT 


18/2 SV ACTUAL SIE 


16/7 ACTUAL SIZE 


14/3 ACTUAL SIZE 


Sturdy rubber inswloted cords in types 
S$, $J and SV, with o long and honorable 
record of faithfvi 
COROPRENE ond SUPER-COROPRENE 
oil-resistont Neoprene jocketed cords 


for more exocting service. 


CORNISH WIRE CO., 


50 Church Street New York 7, N.Y 


service. Also 
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NEW LITERATURE 


manufacturer's line of products. As an 
example: data sheet F16 shows “Plug- 
mold” 2000 multi-outlet system on 
electronic test benches for testing and 
assembly of electronics equipment at 
California aircraft plant. The data 
sheets three in all may be obtained 
from The Wiremold Co., Hartford 
10, Conn 


Electronic Wire—Catalog “55” con- 
tains complete descriptions, specifica- 
tions and illustrations of the company’s 
in-stock line of 1373 items. The cata- 
log lists 487 new items, full govern- 
ment and MIL specifications data and 
special engineering cross - reference 
charts for easy-determination of indi 
vidual wiring Kemi Printed in three 
colors the c alog » 1s divided into fou 
Alpha Wire Corp., 430 Broadway 
New York 13, N.Y. 


sections and may be had from the 


Resistors — Comprehensive data on 
IRC’s complete line of resistors and 
special products is listed in the revised 
1955-56 “Official Resistor Engineering 
Guide.” Date includes “JAN or MII 
equivalent, rated wattage, standard 
tolerances, temperature rise, tempera 
ture coefficient, maximum operating 
temperature, Ohmic values available 
limensions and approximate prices 
The guide may be had by writing the 
International Resistance Co 401 Nx 
Broad St., Philadelphia 8, Pa 


Heating Line The manufacturer has 
released an eight page, two color ata 
log which embraces all of the firm’s 
glass electric radiant heat panel line 
The catalog, GC-101, also includes 
information on both low voltage 
line voltage thermostat controls. It is 
extensively illustrated with pictures of 
every item manufactured, together with 


installation photographs construction 


st 


FLU X 


FOR 
SOLDERING-BRAZING 
WELDING 


~ B. ALLEN CO., Inc. 


-6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 


December, 


Wiring—Detailed data sheets give in- 
formation and applications on the 
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in this Porcelain Products’ Service Mast Kit + eB 


EVERYTHING FURNISHED-~ 


MAKES INSTALLATION 


STANDARD 
FOR 2” PIPE 


“Also available 
FOR 2!” PIPE 


but the house and conduit 


Here is the only Service Entrance Mast Kir 
complete in every detail ncluding roof 


flashing even necessary bolts, nurs, lag ~ 

screws and nails. Can be installed by an ’ if 

Cut down installation costs with these 

easier, quicker to install, service entrance ' 


mast Kits 
Here is a complete list of the parts you'll find 


UL approved Service Entrance Cop and Bell 
Reducer 


Galvanized Roof Flashing and Storm Collar om 
Roof Mounting Plate of new and original 
design > ~ 
Conduit hanger with log screw attached X 
Slip-fitting offset reducer with interior ground- \ 


ing device 


All necessory bolts, nuts, screws ond 
nails 


Pilus—Porrelain Products’ famous 2061-C 
Pipe Mounting house brockets specified 
WRITE FOR DETAILS TODAY! = 
is 


CATALOG NO 

2075 — NO WIREHOLDERS 
2076 — 1 WIREHOLDER 
2077 — 2 WIREHOLDERS 
2078 — 3 WIREHOLDERS 
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PACKED WITH 


FEATURES that SELL 


——< PRICED FOR 


WINDOW FANS 


The complete line sets the pace again 


PROFITS that SOAR 


for 


‘56. All the styling and operating advan- 


tages that buyers demand — yet priced 


volume sales and bigger profits! Only 


for 


au- 


thorized distributors sell Chelsea Fans — 


backed by intensive advertising, eye-catch- 


ing dealer sales aids and colorful disp 


lays 


that will help to make profitable sales. 


Contact your nearest 
Chelsea representative, or write for 


complete information and prices. 


Cholsoa FAN & BLOWER CO., INC. 


detail diagrams and installation in- 
structions. The catalog is published by 
the Berko Electric Manufacturing 
Corp., 212-40 Jamaica Ave., Queens 
Village 28, N.Y 


Radiant Heating—Electric radiant wall 
panels with all-metal construction is 
the subject of a four-page bulletin. 
The heater is manufactured by the 
Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa 


Wiring—*How Wire Construction Re- 
duces Costs”, is a study of 36 illus- 
trated case histories showing the use 
of wire in an improved design. The 
11-page booklet covers a wide appli- 
cation range, including motor mounts, 
fan guards, building specialties. Re- 
quests should be addressed, with com- 
pany letterhead and title, to E. H 
Titchener & Co., 67 Clinton St., 
Binghamton, N.Y 


Relays—C oil-less type relays, designed 
to function like current transformers, 
are described in publication no. 584 
A load cable running through the relay 
provides the magnetic field for relay 
operation. The relays are used prima- 
rily for continuous welding operations. 
The publication is issued by the Auto- 
matic Switch Co.. 391 Lakeside Ave.. 
Orange, N. J 


It's the most COMPLETELY DEPENDABLE emer- 
gency light ever built! When regular lights 
fail... this new Big Beam turns on instantly 
— provides hours of illumination. The battery 
is charged to capacity aft all times by an en- 
closed trickle charger. Your customers deserve 
Big Beam quality and dependability. 


vz 
GE. 
PORTABLE ELECTRIC HAND LAMPS 

Model 166 

This sealed beam mode! is one 

of many types of Big Beam 
portable electric hand lomps 

used in thousands of plants 

worehouses throughout the 
country.. Learn- more obout the 
complete Big Beam line. 


@®> Write for Literature Today 
U-C LITE MANUFACTURING CO. 


1026 West Hubberd St., Chicago 22, IIlinois 


in Conode: Bernord Marks G Co., Ltd. 
70 Cloremont Toronto 3, Conoda 
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Fuse Cutout—Enclosed fuse cutout 
bulletin lists the complete line of por- 
celain-housed, primary fuse cutouts 
offered by the manufacturer. The 16- 
page bulletin, designated FC2, includes 
numbering system 
and construction details of the cut- 
outs. The bulletin may be obtained 
from the Line Material Co., Milwau- 
kee 1, Wis. 


a revised catalog 


Industrial Trucks—Major factors to 
be considered when specifying an in- 
dustrial truck are detailed in a four- 
page folder. The literature, a reprint 
of a feature article, is designed for use 
by management, plant operating per- 
sonnel, engineers and purchasing per- 


sonnel. It may be had by writing The 
Elwell-Parker Electric Co., 4205 St 
Clair Ave., Cleveland 3, Ohio 


Service Equipment — Valuable infor- 
mation for architects, contractors and 
engineers is contained in a new “Prod- 
uct Selector” covering a wide range of 
entrance equipment, safety 
switches, and lighting and distribution 
panel boards for homes, multiple 
dwelling units and commercial build- 
The 32-page manual covers selec- 
tion, application and installation. Rat 
ings and dimensions are tabulated and 
products pictured and described, in- 


service 


ings 


NO SHORT 
CIRCUITS 


Up? tie. to 
die, 


CLIPS 


Made of ETHYL CELLULOSE... . 
A TOUGH, DURABLE PLASTIC 


NOW eee 

For Extra Strength 
WASHERS 
TO FIT OUR 
CABLE CLIPS 


_ Write for Sample and 
Full Information 


5253 AVONDALE AVE. + CHICAGO 30, ill. 
West Coost Representative 
5777 West Pico Bivd. « los Angeles 19, Colif 
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NEW LIGHTWEIGHT 


HYDRAULIC BENDER 
BY GREENLEE 


Here’s the kind of 
real portability your 
customers are looking 
for in a_ hydraulic 
bender to form ] 2” 
to 2” pipe and conduit 
One 


ily 


man can cas 
& carry and operate the 
new advanced-type 
Greencer No. 880 — and pipe sup 


ports are designed to serve also as 
rollers for casy moving of the unit 
Light, but strong, aluminum alloy 
is used in many parts for big savings 
in weight with no sacrifice in 
strength. There's power to spare 
here and a complete 90° bend can be 
made with one ram stroke! With at- 


GRE 


The fast-selling Greencer line includes Hydrat 
Knockout Punches and Cutters ¢ MHydrauli 
Radio Chassis Punches * Boring Tools 


tachments this vers 


us 


also be 


conduit, tubing, | 


This new Greenies 
880 Bender wet/ 
separate hydraulic 
pump and ram is 
hand 


Casily per 
ated or can be 
teamed with a 
GREENLEE Power 
production 
needed new tool t 
big business with 
extensively adverti 
Lee right now. Ti 
efforts for extra prot 
for Bulletin E-217 a 


NLEE 


lic Pipe and Cond 
Knockout P h Dri 


Chisels Go 


opens up even bigger sales opportunities 


for you on the famous Greenlee line 


7 
atile bender can 
het thin-wall 
if 


é 
wa 
Pump for 


It's a 
lat you 


fast 
widely 
can do 
it's being 
1 by 
your saics 


it! Write 


GREEN 


today 


GREENLEE TOOL CO., 1852 COLUMBIA AVE., ROCKFORD, ILL., U.S.A. 
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| 
we 
ty Wass. 
4 
4 
when you al 
: ose 
‘ 
> 
f 
On EthoLoc* 
CABLE 
| 


DEPENDABLE 
LIGHTING 
EQUIPMENT 


RLM STANDARD DOME 


FOR COMPLETE 
SATISFACTION 


THESE MULTI RLM 
UNITS ARE FABRi 
CATED AND FINISHED 
COMPLETELY WITHIN 
THE MULTI FACTORY 
YOUR GUARANTEE 
OF QUALITY 


UNIVERSAL PRESSURE TYPE 


ADJUSTABLE LUGS 


One or two bolt holes 


Wire sizes Nos. 14 to! 00 CM One 
piece construction easily installed. Body is 
well proportioned to withstand excessive use 


Mokes tenacious 


with ample threod crea 


grip on stranded nductors, forcing contact 


with each wire strand, thereby insuring 


vimos? in conductivity bottom of tongue 


surface is ground Not susceptible to release 


under vibration 


Write for dimensions and prices 


KRUEGER & HUDEPOHL, INC. 


VINE STS CINCINNAT! ONO 


Write for literature today. 


RLM ALUMINUM HIGH BAY 


POWERCRAFT 


STOCKS FOR IMMEDIATE 
SHIPMENT 
PRIMARY BUS SUPPORTS 


@ Contractors, Industrials, and Utilities rely on 
the accuracy of these Bus Supports to meet exact- 
ing service conditions. Available for indoor and 
Outdoor Service—fiat or pipe mounting. Conform 
te NEMA standards. POWERCRAFT invites your 
inquiries on any special Bus Support requirement 
Other POWERCRAFT Products . . Indocr and 
Outdoor Disconnecting Switches, Bus Clamps, Power 
Connectors, Pipe Frame Fittings for 1'4” |. P. S 
Pipe, and Clamp Insulator Supports. Send fer new 
catalog 


PowWERCRAFI 
CORPORATION 


2215 De Kalb St. Phone 
St. Lowis 4, Mo. Prospect 6-4532 


Since 1932 


cluding construction specifications. An 
engineering data section includes 
tables of electrical symbols for plans, 
wire sizes, conduli capacities, Com- 
monly-used electrical formulae, and a 
load and circuit chart for residential 
electrical systems. The manual is avail- 
able from the American Electric 
Switch division, Clark Controller Co., 


1146 E. 152nd St., Cleveland 10, 
Ohio 
Mercury Lamps [wo booklets on 


mercury vapor lamps are titled, “Mer- 
cury Vapor—Today’s Most Effective 
Street Lighting Source” and “More 
Light for Less Money.” The booklets 
are available from the lighting divi- 
sion, Sylvania Electric Products Inc., 
New York 19, N.Y. 


Farm Brooding—‘Infrared Heat on 
Your Farm for Brooding and Scores 
of Daily Chores,’ 
the profitable uses of infrared lamps in 
lambs, calves 


describes some of 


brooding chicks, pigs, 
and other livestock. The purpose of 
the manual is to show the farmer how 
to boost farm production and profits 
through brooding methods 
Some of the subjects included are op- 
erating costs, the importance of light, 
safety, flock size, lamp placement, 
litter management and electric wiring 
recommendations. A_ special section 
deals with the use of heat lamps to 


CONDUIT 


modern 


© ELBOWS - Large Radius, 
Standard Radius, EMT 
PIPE NIPPLES 


COUPLINGS 
RUNNING THREAD PIPE 
WALL PLATES * GOOSENECKS 


Write for Catalog 


\ Spring Gorden Ave. PITTSBURGH 12, PA 
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handie various chores and emergen- 
cies. Included are suggestions on 
thawing pipes and pumps, drying paint 
and plaster, dehydrating food, protect- 
ing plants from frost, warming engines 
and defrosting refrigerators. The book 
may be obtained from Sylvania Elec- 
tric Products Inc.. New York 19, 

Emergency Lights—A 22-page folder 
gives information on automatic emer- 
gency lights. The folder gives com- 
plete descriptions, suggested uses and 
installation recommendations for five 
Big Beam” models. A copy of the 
folder may be obtained by a written 
request for form no. AEL-655, U-C 
Lite Manufacturing Co., 1050 West 
Hubbard St., Chicago 22, III 


Cable — Complete information about 
the company’s line of type “N-SD’ 
service drop cables is included in bul- 
letin DM-5556. The cables are avail- 
able with either copper or aluminum 
conductors. Conductors are insulated 
with either rubber and neoprene 
jacket, or with neoprene or polvyethy! 
ene The insulated conductors are 
wrapped around the bare neutral 
messenger which bears the full weight 
of the assembly Copies may be had 
by writing the sales promotion depart- 2107 South Kedzie Avenue, Chicago 23, IIlinois 
ment, Anaconda Wire & Cable Co 
25 Broadway, New York, N. Y 


Two New Minerallac Quality Products There are Be For a Quick Way ee 
Designed for Jobs Too Heavy for Hang Fluorescent Fixtures 


Standard Jiffy Clips | 


MINERALLAC] 


for YOU 


Hevi-Duty ano Medium | in 


the PAINE line 


SEFFY CLIPS |) Honing 


and Fastening 


>> . Devices: 
Also 
available 
ithout 
| Saves you time, 
hole for inventory and 
use with gun. freight costs. 


for flush-to-ceiling 
and job-right fixtures 
design make — alse evoilable with 
satisfied users. squore ond flot-heod 


Style J 
for chain-hung 
fixtures 


THIS INVERTED RIB 
DCES THE JOB 


Made of heavier materials! Has exclusive 
inverted rib, that provides more strength ct 
the bend of clip and, of course, odds 
the benefits of famous “Snap On” feature! 2 pe Strong color 
— 7 

In stock in Zinc-Piat for Thin wa ful cartons, 


or 


Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 
MINERALLAC ELECTRIC COMPANY — | with 
25 North Peoria St. Chicago 7, I. attention-getting 


MINERALLAC 


THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 
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: 
fats Our Many 
\ < 
“a 
— — 
4 Style A \ 
NA 
up to 4” — distributes weight and insures igh 


QUALITY BUILT! 
Duplicator 
(IN IVER SAL ng Dick Co., Chicago, Il. ECONO MICAL! : 


Offset duplicator is designed to sim- 


PIPE THREA D plify the production of quality copies FLEXIBLE! 
of linework or half-tones. An auto- 
matic control is said to give balance — 

BUSHINGS between ink and fountain solution. 


Tailgate 

Hi Tender Co., Leavenworth, Wash. 
Electric tailgate is engineered for 
small trucks up to 1'2-tons in capa- 
city. It is manufactured in eight lift 
sizes to fit the beds of eight different 
standard trucks, from the '2-ton pick- 
up to the 1'2-ton flatbed. The smaller 
model's capacity is 800-Ibs.; the larg- 
est as a 1,200-Ib. capacity 


Cargo Fastener 
Eastern Rotorcraft Corp., Doyles- 
town, Pa. 


Tie-down fastening device consists of 


1*4-in. cotton webbing. The tie-down ‘ 
hooks are fastened to attachment 

points in the truck and the free end 

of the web is threaded through ‘the , 


toggle buckle assembly and pulled up 


snug. The strap is then tensioned and  WIREWAY 
locked by swinging the toggle over 


and securing it by snapping the lock CUT felling BOXES 
over it : 
CABINETS 


FOR 
MODERN 


Code gauge metal, 


QUALITY proved construction. Firm, but 


easy-out knockouts. Gray baked 


FITTINGS enamel finish 
Specify ECONOMICAL 


Many years’ experience, modern 


production methods, assure qual- 


ity — reasonable prices 


FLEXIBILITY 


Choice of flanged or flangeless 


wireway, separate slide-lock or 


attached hinged cover. Full line 


lengths, sizes, elbows, junctions, 
cabinets. Adaptable to any elec- 


trical distribution installation 


fast st. THE WUENEFELD co. 
| Cincinnati 25, Ohio 
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SALES AIDS 


ADVERTISING 


"SELLING OPPORTUNITIES. 


Behr-Manning div., Norton Co., Troy, 
N.Y. — Colorfully-illustrated 25-page 
brochure on household and industrial 
uses Of pressure sensitive tapes is de 
signed to speed up retail 


ousinnss OPPORTUNITIES 


over-the 


counter sales. The magazine-sized vol- 
ume is titled “Tape It with Behr-cat” UNDISPLAYED RATES—— DISPLAYED 
3 Te a he adve rate f 
of freezer, masking, strapping and Sex Numbers—counts 
Discount of 10% if full ps made in An advertising inch 
electrical tapes. It also offers dealer we for 4 conse pa 


42nd St. N.Y. 36, N.Y. 


Send NEW ADS to ELECTRICAL WHOLESALING, 330 W 


issue closing December 


sales suggestions. 


Bright Star Industries, Inc., Clifton, 
N.J.—Counter displays of flashlights 
are designed by Raymond Loewy 
Associates to spur impulse sales and 
pickup buying 


DRAFTSMAN-DESIGNER-ENGINEER 


Nationally known Chicago manufacturer 
fluorescent lighting has opening for tal 
ented Draftsman-Designer-Engineer for light. 
ing fixtures. Engineering Degree desirable 
but not necessary. Excellent opportunity for 
advancement. Write giving complete expe- 
rience, salary desired and best time for in- 


LEADING 
MANUFACTURER OF 


GLASS 
RADIANT 


BOOK REVIEWS 


How To Decorate 
And Light Your Home 


E. W. Commery, G. E. Stephenson 


Coward-McCann, Inc. terview. Write P-8231, Electrical Wholesal- 

New York, N. Y. ing, 520 No. Michigan Ave., Chicago 11, Ill. 

This book is prepared with an eye to N iddress earest ELECTRIC PANELS 

creating home interiors harmonious OICACO: 630 Michiaon 

both day and night. G.E.’s lamp divi- & Post St. (4 ‘ 

sion donated the services of its resi- SELLING OPPORTUNITIES OFFERED Desires 

dential lighting authority, E. W. Com- | Professional salesman wanted for New England : 

mery, and says it supports the book ele representatives 

“because it supports the principles and | Sentry! pene! i 

practices of G.E.’s home light-condi- Write Sw-sie calling upon electrical 

toning program id Twenty-eight color Manufacturers representatives wanted, rapidly 

schemes and more than 150 black-and- te Territories available 

| Virginie, Michigan, Missouri, Kansas and’ cleve Va, W. Va, Ky., Ark. Miss, 
W Waret ties prefe } 

Managing Sal n Product Pla rn Mo., Southern III 

ging esme Yor 
Robert A. Copel 
Printers’ Ink, Write fully 


New York, N.Y. 


A down-to-earth treatment of the sales 
manager's responsibilities and every- 
day problems Book has 37 tested 
forms, exhibits and charts for con- 
trolling the daily efforts of salesmen 
and planning a complete sales pro- 
gram 

139 pages 


Writing Business Letters 


}. H. Menning and C. W. Wilkinson 
Homewood, Ill. 


The authors attempt to show the basic 
principles that apply to all kinds of 
business letters. Illustrates how the 
basic principles and appropriate spe- 
cial ones apply to general letter types 
inguiries and requests: replies; favor- 
able and unfavorable 
knowledgments; 
claims and adjustments 
collections. Includes 
on writing reports 

542 pages 


orders and ac- 


sales applications 
credits; and 


a brief discussion 
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constructisa 


turer. No Lighting Lines. Well 
established electrica: wholesaler 
clientele. Southern Illinois, West 


ern Kentucky 


2116 Pine St. 


Factory Representative 


Desires connection with electrical 
materials manufac 


and Eastern Mis- 


sourt. Warehouse facilities 


FORESTER EQUIPMENT CO. 
St. Lowis 3, Mo. 


You will receive better results from your 


will state in your copy what territory or ter 
ritories are available 


MANUFACTURERS ! 


Representative Wanted advertising” if you 


RW-8392 Electrical Wholesaling 
330 W. 42 St., New York 36, N.Y 


R@BOT OPERATORS 


Seek tw 


LIGHTING 
SALES REPRESENTATIVE 


experienced commission salesmen 


with amb tion, Grive, ond yen to moke more 
money. Should be well-versed in off phos ¢ 
th ghting field engineering of tech 
t kground heiptul. Must t ling on 
rchitect ngineers distribut yd con 
troctor mn the MINNESOTA. NORTH G 


SOL TH DAKOTA 


r the 


UPPER NEW YORK 
STATE territor 


we re ve ond owing 
monufocture lime compet 

tively pr hghting olf applicotions 
quality ond serv ) th nvy of the 
ndustry These territ * now tiy nd 
ofitable sre being fre ad 
display Our men get powerful pre 

motior bocking These openings ore dun t 
long-range expansion of our fo fies 

ond promotione!l programs Send full detoils 


te 


SW 8502 Electrical Wholescling 
330 W. 42 New York 36. NY 
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Preferred by more contractors today, because 
ARROLET's products answer modern installa- 
tion problems, saving time ond costs. 


HANDY BOX with 


V/," deep. — Made with 
new type angle bracket 
fer quick, accurate 
installations 


Cat. No. HB-10-BA 


MOUNTING BRACKET 


ROUND BOX 


deep.—With or 
without stud for use in 
ceiling or wall construc- 
tion where very shollow 
box is needed 


Cat. No. 11-5 


NON-GANGABLE 
SWITCH BOX 


1/," deep.—For thin wal! 
or concrete block can- 
struction. Available with 
0.0.'s for use with 
conduit. May be nailed 
on of can be had with 


several types of brackets 


Cat. No. 200 


ARROVAL 
FITTINGS 


Oval type, threaded, for 
stondard rigid conduit 
in ond 1” 
Covers and gaskets ovail- 
able in various sizes ond 
types 


MONTGOMERY 
PENNA. 


ARROLET products are available 
in an unlimited number of combi- 
nations, types, sizes and wiring co- 
pacities to fit any job specification 


When you have an installation 
problem not covered by our stand- 
ord line, our engineers will design 
special units to your specifications. 


Write for Our New Catalog. 


Soles Representotives & *Worehouse Stocks 
BALTIMORE, MD. * CHARLOTTE, WLC. * *CHICAGO, 
ILL. © *CINCINWATI, OHIO * DENVER, COLO. * 
*LOS ANGELES, CALIF. © “MIAMI, FLA. * NEW 
ORLEANS, LA. * YORK, N.Y. * NEWTON CENTRE, 
MASS. * *PHILADELPHIA, PA. * ROCHESTER, WY 


Abolite Lighting Div., Jones Metai 


Products Co. 28 
Accurate Mfg. Co. 15 
Aeme Electric Corp. 112 
Adam Electric Co., Frank 95 
All-Steel Equipment Ine. 8&3 
Allen Co., Inc., L. B. 123 
Anaconda Wire & Cable Co. 70, 71 

72, 73 
Appleton Electric Co. Second Cover 
Arrolet Corp. 130 
Atlantic Conduit Fittings Co. 128 
Blackburn Corp., Jasper 78, 7 
Blackhawk Industries 22 
Briegel Method Tool Co. 69 
BullDog Electric Prod. Co. 77 


Bussmann Mfg. Co. Fourth Cover 


Certified Ballast Mfgrs. 31 
Chase & Sons, Inc. 114 
Chelsea Fan & Blower Co., Inc. 124 
Cirele F Mfg. Co. 106 
Clark Controller Ce., The 64 


Columbia Cable & Electric Corp. 105 
Conduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Inc. 126 


Conduit Pipe Products Co. 23 
Cornish Wire Co., Ine. 122 
Crescent Ins. Wire & Cable Co. 14 
Crouse-Hinds Co. 32 
Cutler-Hammer, Ine. 99 
Dossert Mfg. Corp. 115 
Economy Fuse & Mfg. Co. 1 
Edwards Co., Ine. 36 
Electrical Fittings Corp. 101 
Fullman Mfg. Co. 116 
Furnas Electric Co. 96 
Gedney Electric Co. 29 


General Cable Corp. 102, 103 


General Electric Co. 


20, 21, 62 


Lamp Div. 


Greenlee Tool Co. 125 
Guth Co., The Edwin F. 11] 
Hazard Ins. Wire Works 113 
Hub Industries 97 
Hubbell, Harvey Ine. 98 
Huenefeld Co.. The 128 
Ilseo Corp. 110 
1-T-E Cireuit Breaker Co., (Small 

Air Cirenit Breaker Div.) 74, 75 
Jackson Electric Co. 100 
Jones Metal Prod. Co., The 28 
Kennecott Copper Corp. 26, 27 
Keystone Mig. Co. 122 


Krueger & Hudepohl, Inc. 126 


ADVERTISERS’ INDEX 


Leviton Mfg. Co. 
Line Electric Co. 


Midwest Electric Mfg. Co. 


Miller Co., The 


Minerallae Electric Co. 


Moe Light, Ine. 


Multi Electric Mfg. Ine. 


National Electric Products Corp. 


Okonite Co., The 


Paine Co., The 


Peerless Electric Co., The 
Phelps Dodge Copper Products 


Corp. 


Pittsburgh Standard Conduit Co. 


109 


Plymouth Rubber Co., Inc. Third Cover 


Porcelain Products, Ine. 


Powercraft Corp. 
Pryne & Co., Ine. 


Pyle-National Co., The 
Pyramid Instrument Corp. 


Republic Steel Corp. 
Ridge Tool Co., The 


Rodale Mfg. Co. 


Roller-Smith Corp. 


Rome Cable Corp. 


Roval Electric Co., Ine. 


Sangamo Electric Co. 
Sorgel Electric Co. 


Square D Co. 
Steber Mfg. Co. 


Steel & Tubes Div. 
Stonco Electric Products Co. 


Thomas & Betts Co., The 
Trade-Wind Motorfans, Ine. 


Triangle Conduit 


Ine. 


4 Lite Mfg. Co. 


Union Insulating Co. 

United States Rubber Co. 
Universal Clay Prod. Co., The 
Universal Mfg. Corp. 
Universal Metal Hose Co. 


Weaver Co., J. A. 
Wecekesser Co. 


Western Ins. Wire Co. 


Youngstown Sheet & Tube Co., 


The 


CLASSIFIED ADVERTISING 
F. J. Eberle, Ass’t 
EMPLOYMENT OPPORTUNITIES 
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World's Largest Selling 
FRICTION TAPE 


not to dry owt. Will 


aot ravel at edges. Exceeds all 

¢lectrical specifications of Fed- 

Government or American 

Society for Testing Materials 


F RICT ION TAP E 


THE 


Resists abrasion, water, acids, corrosion. 
Maties a neater, quicker job. Individually 
packaged in one 66-ft. roll, in pocket-size 
metal can, or in 30+. rolls packed in 
dispenser. 


COMPANY, INC. 


Eviabiithed ia 1294 


Es 
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**‘When our main 


feeder single - phased, 


we did not lose a motor 
YO U FUSETRON dual-element 


FUSES saved them” 


can make 
fuse selling 
more profitable. 


HOW? 


by showing your 


customers this 
S m p | e Wa y of “In October, 1952, Fusetron fuses that we were 


using to back up our motor protection began pop- 
pel 


ping our all over the plant because our main feeder 


g u a r d , n g t h e i r circuit had single-phased 

“Betore we could pull the main switch, sixty 
. 

motors against 
We did not lose a single motor. however 
“The Fusetron fuses used to back up our motor 

d a m a g protection really saved us time 

Samuel 7. Craig 
Judson L. Thomson Manufacturing Co w 


tho 


seven Fusetron fuses had opened 


And Fusetron fuses do more than protect against 


damage due to single phasing. Their 100,000 amp 


interrupting Capacity gives you maximum safety; they 
abolish needless blows: they are maintenance free 


and permit use of proper size panels and switches 


Write for bulletin FIS 


FOR LOADS ABOVE 600 AND 
UP TO S000 AMPS. USE 
BUSS Hi-Cop FUSES! 


BUSSMANN When coordinated with 
MEG. CO. Fusetron fuses they will 


BUSSMANN MFG. CO. ca} pen ahead of te 


Write for bulletin HCS 


ST. LOUIS 7, MO. Play Saget install FUSETRON Fuses ond BUSS 
Hi-Cap Fuses throughout entire Electrical System! 


Division McGraw Electric Co 
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